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of a prospect or customer may be, 
the Dodge line and Dodge engineer- 
ing can offer an effective and eco- 
nomical solution. Whether it is line- 
shaft, group or individual drive or 


a combination of them, an assembly 








of Dodge appliances will provide a 
transmission unit exactly fitted for 
the service required. Because Dodge 
distributors have at their disposal, 
not only the complete Dodge line 
but specialized engineering as well, 
they enjoy distinct competitive ad- 
vantages and unusual opportunities 


for profit. 
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The World's Largest 

















*R. N. Fullerton 


“(Cireenfield” men in the West are 
as experienced in small tool selling 
as their Eastern mates. Fullerton 
has been covering Utah, Montana 
and Idaho since 1920 
years. 


quite some 


Read how YO 





A. F. Knight 

Here’s real service. Knight, a 
member of the John 'T. Rountree 
organization, like his colleagues to 
the right and left, has been selling 
(freenfield Tools since 1916. Ask 
anyone around Colorado or Wyo- 
ming what they think of him. 


can make MONEY on DRE 


Competition keeps down the margin on 
twist drills, but you can increase the 
part of your present margin that goes 
into profit—if you really want to. Re- 
duce the costs of handling drills—those 
costs which eat into your gross profits. 
Buy Greenfield drills and have them 
shipped along with your (Greenfield 
taps, dies, screw plates, etc. You make 
out fewer separate orders, you 


save 






















time checking shipments, you carry 
fewer accounts and many times you 
materially on transportation 
costs. Think it over—keeping in mind 
that success today often depends on 
ability to make small savings. 


High Quality of 
Greenfield Drill 


(freenfield” drill, made 
developed steel, by the 
machinery, and given 


save 


The present 
from newly 
most modern 


special heat treatment, is a marvel of 


quality. We do not hesitate to put it 
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; TO NES 

“ib l. Serew Plates 
: 2. Taps 

3. Dies 

4. Twist Drills 

5. Reamers 

6. Gages 

7. Pipe Tools 

8. Machine Tools 








A. B. Baker 


Baker's headquarters are Portland, 
Oregon. He, too, has had 11 years 
of experience selling Greenfield 
Tools, and let us tell you, he 
knows his stuff. 














Simplify 


Your Selling 





against any drill that has ever been made, 
It has a toughness, a resistance to sud 
den strains and drilling wear, that have 
been proven time and again in actual 
tests. We advocate such tests and help 
our distributors arrange and run them. 
They invariably result in business. 


Full Stocks at 


Greenfield 


In these days both shops and distribu 
tors want to keep their stocks as low as 
possible, Both are turning to Greenfield 
because here is the one big manufac- 
turer, with complete lines, and with full 


stocks. Deliveries are unusually rapid 
because large branch warehouses are 


maintained in New York, Chicago and 
Detroit to facilitate service. Ask a 
Greenfield man tor further details. 
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Believes— 


1. More _ selective 
selling—the concen- 
tration of sales effort 
on known products 
in known markets— 
is necessary. 


2. Industrial distrib- 
utors should sell in- 
dustry on their eco- 
nomic necessity. 


3. Local group meet- 
ings should be held 
frequently for they 
are helpful in com- 
bating price-cutting, 
territory - jumping 
and other evils. 


4. Suggested resale 
prices should be set 
up and lived up to 
wherever possible. 


5. Manufacturers 
should establish defi- 
nite, national sales 
policies. 


e2o 
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NEW YORK 
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TWIST DRILLS - REAMERS - HOBS - MILLING CUTTERS - SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL COMPANY 


New York, N. Y. Philadelphia, Pa. Chicago, Ill. Indianapolis, Ind. 


A Profitable Connection 


Progressive distributors, desirous of mak- 






ing advantageous connections, find 
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A PRECISION 
V=-"BELT 


...40 soundly engineeced 
that you unhesitatingly 
print it in a class by elf 












\ » 


ANY CHAMPION ITEM 
iS THE BEST THAT 
CAN BE BUILT. 





You can feel confident in presenting Republic Cham- Hi-Speed Belting 


Jersey Creamery Hose 


pion V-Belt. It is precision made—to the measurements a een 


required by service. The engineering principles involved All Service Water Hose 
L T ' , Pump Sleeves 
make a story well worth your time to learn; and Champion Oil Well Belting 
V-Belt is another distinct profit item to complete your line. Green House Hose 
Super Service Steam Hose 
Republic is prepared to send you additional information 
Rotary Hose 
regarding this distinctive new product. V-Belts 


id 
The Republic Rubber Company 


Youngstown, Ohio 
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“OBSOLESCENCE Is A DISEASE” 


MODERNIZE NEW AND OLD 
EQUIPMENT WITH ...S3KF 





S{0SF PILLOW BLOCKS CAN BE USED WITH SELF-ALIGNING 
BALL AND ROLLER BEARINGS AND RIGID TYPES 


aKE 


Ball and Roller 


Bearing 
Pillow Blocks 


[ers is one of the underlying causes 

of inefficient, unprofitable industry. Modern- 
ization with its newer methods, faster speeds, 
greater output and stabilized profits, has definitely 
shown in many industries that old-type bearings 
cannot keep pace with the demands of the coming 
industrial era. E}LS{P Ball and Roller Bearing 
Pillow Blocks are the answer to this new program 
for future business. ..speed—dependability—low 


cost operation. 


SACS bearings and housings are finding a wide 
field of application not only on new equipment 
but also in the rapidly growing field of replace- 
ment. The SXfS Universal Pillow Block shown 
is especially suitable for the varying and exacting 
requirements of numerous machine applications. 


For the new jobs — for the old jobs — consider 
SSCS Bearings and housings in modernizing 
machinery. SADS{P’s can be easily applied and 
instantly bring the benefits of reduced friction, 
easier running and lower maintenance and other 


advantages known as {SIP PERFORMANCE. 
2773 


SKF INDUSTRIES, INC., 40 East 34th St. 
; NEW YORK, N. Y. 


*From an editorial in “THE BUSINESS WEEK” 
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THE COUPLINGS 


that were strained more 
in assembly than in use 











how accurate analysis of a bolting problem saved money for an R B & W customer 


HOW a maker of patented coup- 
lings for high-pressure hose lines 
was producing a better product than 
was necessary forms an interesting 
story from a recent investigation by 
the RB & W Engineering Service. 

This man had a fine product— 
one of the very best in its field. He 
had developed it himself out of an 
experience in practical mechanics, 
and was successful, without having 
had any general technical or engi- 
neering training. 

After a few purchases of RB & W 
bolting material, our customer 
requested higher strength bolts, 
requiring higher priced steel to make 


XUM | 


them. Still he was not satisfied, com- 
plaining of bolt failure in the assem- 
bly of his product. So we went to 
take a look at his operations. 

His strength test in his assembly 
was that which withstood the pull 
of 3-foot wrenches wielded by 
brawny mechanics.Under thosg¢ con- 
ditions his wrenches applied a load 
on the bolts of from 146,000 to 
175,000 pounds per square inch, a 
test far greater than his product 


PORT CHESTER, N. Y. 
ROCK FALLS, ILL. 
CORAGQOPOLIS, PA. 





would ever have to meet in actual 
service. 

An accurate estimate of the serv- 
ice strength needed for his product 
led to a reduced bolting material 
strength, followed by lower costs. 

Many manufacturers have saved 
time and money by an analysis of 
their bolting material requirements 
by the RB & W Engineering Service. 
If you have a problem in this field, 


write us about it. 


Sales Offices at Philadelphia, 
Detroit, Chicago, San Francisco, 
Los Angeles, Seattle, Portland, Ore. 
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Patented 


Fig. 300—“Pioneer,” the 
original Steel Shaft Han- 
ger; revolutionized shaft 
hangers; only steel hanger 
with integral feet. Millions 
in use the world over. 





Fig. 920— “Hallo- 
well” Steel Chair 
with adjustable legs Fig 
to suit heights. 


919—‘‘Hallo- 
well” Steel Stool. 


Fig. 918—‘‘Hallo- 
well” Steel Chair, 
with removable 
back. 


Patented 


Fig. 100 — “Hallowell” 
Steel Shaft Collars com- 
bine unbreakability and 
machine finish with low 
price; that’s the secret 
of their world-wide popu- 
larity. 





Fig. 232—“Unbrako” 
Hollow Set Screws 
stand up under pun- 
ishment that wrecks 
other screws. Made 
of alloy steel, heat 
treated; therefore, 
tough yet hard, so 
points don’t mush- 
room, hex doesn’t 
round. 





Pat'd and Pat’s Pend’g 


Fig. 732—‘Hallowell”’ Steel Work Bench, 


serviceable, outlasts wood; carried in 
stock for immediate shipment; inexpen- 
sive, fireproof. 1368 different sizes of 
“Hallowell” Steel Work Benches and 
Tables made. Full line of “Hallowell” 
Steel Bench Drawers—fireproof. 


— 
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Fig. 220—“Unbrako” 
Socket Head Cap 
Screws are being 
used more and more 
on all kinds of dies, 
jigs, tools and ma- 
chinery in general. 
Handiest screw in 
the shop. 








Pat. Applied For 
Fig. 152—“Hallowell” Ste 


Floor Truck, tilting type; 
chassis a welded unit of steel; 
nothing to work loose and re- 
pair, so cost of maintenance 


practically nil. 


Fig. 1041—"HALLOWELL” Steel Bench Drawer for Steel Top 


* Work-Benches and Tables. 


el 


and profits reduced. 


Without a Drawer the Bench is soon littered with 
tools and looks a mess and the first thing you know 
tools will be missing, time will be wasted, jobs delayed 


Fig. 





Pat. Applied For 


154—“Hallowell” Steel 
Floor Truck, non-tilting type; 
strong, smooth, one-piece top. 
Won't splinter; no nail heads 


or screws to tear and scratch. 














STANDARD PRESSED STEEL CO. 























BRANCHES 
BOSTON 
CHICAGO 
DETROIT 


BOX 519 


JENKINTOWN, PENNA. 
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Going All The Way?! 


There is Nothing Half-Hearted 
About the New Victor Balata Sales Plan for 


Distributors 
* 


—We’ve Committed Ourselves 
to a Modern, Constructive Pro- 
gram of Distribution through the 


Industrial Supply House — and 
We'll Carry It Through 100 
Per Cent! 


Consider These Points: 


A complete line of highest quality Balata, Canvas Stitched 
and Solid Woven Belting for Transmission, Conveyor and Ele- 
vator Service. 


A thoroughly up-to-date plant, ready to give you the fastest 
and most satisfactory service on all Victor Balata products. 


A sales policy that recognizes the industrial distributor as the 
logical sales outlet for Victor Balata Belting and provides full 
cooperation with the distributor and his salesmen by: 


1. Offering product and market application charts which 
point out definite sales opportunities with Victor Balata 
belting. 

2. Presenting market determination data monthly in MILL 
SUPPLIES magazine for use of your salesmen. 

3. Supplying complete sales manuals for your salesmen. 

4. Affording thorough protection and allowing distributors 
a really adequate and attractive margin of profit. 


oi , 7S er an 
a Re cioka 
= 3 " ¥ * 


Are you interested in eae 
making your belting 
business profitable? 

Write for details NOW. 

Ask for our product 

and Market Applica- 

tion Chart. 











“BILT- RITE” 
Conveyor Belting 


The latest develop- 
ment in a belt to re- 
sist abrasion such as 
crushed rock, sand 
and gravel, etc. Let 
us tell you about this 
unique construction of 





a conveyor belt. 


The “V-B” Line Includes— 


“V-B” (Victor Balata) Belting—the best 
all-round belt for driving, conveying and 
elevating. 


Canvas Stitched Belting—for driving and 
conveying. Recommended for agricultural 
uses, package conveyors, sand handling, etc. 


“Easton” White Solid Woven Cotton 
Belting—for light conveying and elevating. 


“Penntex” Solid Interwoven Belting— 
for transmission and conveying under heat 
and acid conditions, 


Package Conveyor Belts—solid woven 
and inner-stitched canvas for conveying all 
types of materials, 


“Victor” Endless Thresher and Tractor 
- galanin with the improved bias 
ap. 


Specialties 











THE PLANT BEHIND “V-B” BELTING 


Victor Balata 
38 Murray St. 


& Textile Belting Co. 


New York, N. Y. 
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Simplicity! Only one moving part. 
No costly production interruptions 
from hoist failure. It’s abuse-proof. 


Aside from low first cost and economy of operation, 
Curtis simplicity offers endless advantages over compli- 
cated power hoists. Because of simple, abuse-proof con- 
struction, Curtis Air Hoists can be handled by ordinary 
labor. No damage in over-loading. It simply won’t lift. 

With only one moving part, destructive atmospheric 
conditions, such as steam, moisture, acid, grit, don’t affect 
its operation. Nor does outdoor weather harm it. Curtis 
Hoists require practically no service for years at a time. 
Write for catalog of Curtis air hoists and industrial equipment. 
Curtis Pneumatic Mchy. Co. 1928 Kienlen Ave. St. Louis 


CURIIS 


PRG MT ae RD Otay 


CURTIS I-BEAM 
AIR CRANE 


Has 10 to 40-foot span, 
¥% to 10-ton capacity. 
Roller bearing, easily 
handled. Requires no 
special operator ; success- 
fully operated by any 
workman, especially 


with Curtis Air Hoists. 


1-BEAM TROLLEY 


Has large wheels, roller 
bearings, self-equalizing 
frame and other features 
to make it unusually 
easy running. 


CURTIS 
COMPRESSOR 


Sizes 3 to 50 h.p. Tim 
ken bearing equipped 
Water cooled. Curtis 
new Centro-ring lubri- 
cating system assures 
lowest oil consumption 
with certainty of safe 
lubrication. Unloader 
regulates air pressure. 
Bypass valve permits 
starting unloaded. ‘‘Car- 
bon Free” valve design 
insures greater efficiency, 


CURTIS 
PAINT SPRAY 
COMPRESSOR 


Sizes % to 5 h.p. 
Single or two-stage. 
Automatic control. Rec- 
ommended by leading 
manufacturers of spray 
guns. Centro-ring lubri- 
cation prevents clogging 
of filters, minimizes 
chance of lubricating oil 
getting into air lines to 
ruin the paint job. 
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We Put Ourselves in Your Shoes 


That’s Why the BELMONT 
Distributor Plan Answers 


Your Packing Sales Problems 
) to a “T” 


We realized we couldn’t interest you 
unless we knew what you needed and 
wanted. 





So we put ourselves in your position 
and considered all problems from your 
point of view. 


Hence our effective, sales making, 
profit producing plan for distributors. 


Belmont Valve Stem—Braided and Twisted And its ready acceptance by many 


leading companies in your field. 


BELMONT 
PACKINGS 


Ask about our free 92-page cata- 
log and our series of circulars bear- 
ing your name—our field assistance 


through BELMONT factory trained 


salesmen, and, last but not least, 








Poe ANNES 








THE NEW BELMONT MAR. 
| KET DETERMINATION PLAN 
FOR DISTRIBUTORS AND 
THEIR SALESMEN 


You will be interested. Write today 








Belmont Style No. 30 H. P. Spiral 





“There is a Belmont Packing for Every Service”’ 


THE BELMONT PACKING & RUBBER CO. 


BUTLER AND SEPVIVA STREETS PHILADELPHIA, PENNSYLVANIA 
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CONSTRUCTION MEN ACCLAIM 
NEW ALUMINUM HOIST! 


AL-LITE BECOMING “STANDARD 
EQUIPMENT” IN TOOL BOXES 
OF LEADING CONTRACTORS 


Exceptional Lightness Only One of Many 
Important Sales Features 


In Al-Lite, the new Alcoa Aluminum alloy hoist that 
took two years of honest research to perfect, con- 
struction men have found the perfect tool for those 
101 odd hoisting chores encountered on almost any 
real job. 


And no wonder! Al-Lite is drastically NEW: the 
world’s lightest weight, heavy duty hoist. Actually 
1/3 lighter—yet with a safety factor of 5 to 1. 
Users call it the ‘“‘one-man” hoist, because anybody 
can lift an Al-Lite, carry it about—even mount a 
ladder with it. 


Just run through the big list of Al-Lite’s radically 
new features. Check the importance of each one to 
the man on the job. Then you'll see why AL-LITE 
IS A SURE-FIRE SALES BET FOR YOU IN THE 














CONSTRUCTION FIELD! 


WIDE RANGE OF UTILITY 


The fact that Al-Lite is so much lighter 
than an ordinary hoist, plus its resist- 
ance to rust and corrosion, provides 
you with sales arguments for use on 
every conceivable kind of construction 
work. 


And the special safety 
governor that indicates 
and prevents excessive 
overloading makes an 
Al-Lite hoist safe in the 
hands of the most un- 


skilled laborer. 


Pipe laying and machin- 
ery placing are major 
uses for Al-Lite. But 
these are closely fol- 
lowed by such jobs as 
the handling of | steel 
concrete forms, loading 
and unloading heavy 
equipment, testing of 
transmission towers, 
fence construction, cul- 
vert laying, etc. 


The briefest consider- 
ation of the many phases 
of construction work re- 





Above: Jobber salesman (in overalls) demonstrates 





ease with which Al-Lite can be mounted on tripod 


lighter 


veals innumerable instances where an 
Al-Lite can save time and labor for 
the contractor. 


Al-Lite should be ‘standard equipment” 


in every tool box. 
Long List of 
Selling Points 
Alcoa Aluminum alloy 
and the Safety Governor 
head a formidable list 
of brand new, important 
features. Compare them 
with any other hoist on 
the market; simplicity 
of design, great strength, 
high mechanical advan- 
tage, X-ray inspection 
of castings, dust-proof 
housing, planetary gears, 
adjustable brake, oil 
bath lubrication, etc. 


Show Al-Lite to contrac- 
tors in your territory. 
They all need this mod- 
ern handling tool. We’ll 
be glad to give you fur- 
ther details--typical ap- 
plications, etc. 








to handle concrete forms. 
Below: 
feature of Al-Lite Aluminum Hoist. 


Workman shows foreman the “one-man” 











Write us today for full particulars. 
Chisholm-Moore Hoist Corp., Tona- 
wanda, N. Y. (Division of Columbus- 
McKinnon Chain Corp.) 


Sa ho 














x 
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Bristo screws always respond to thewrench 


HE use of set and cap screws 
that split and “‘freeze”’ in the 
hole are not only a nuisance but 
an expense. It takes time to tap 


a screw out of a hole, and, believe 


In Bristos the dove- 
e ° ° e tails and flutes in the 
it or not, time Is money today just socket and wrench in- 
terlock for a perfect 


. rip. 
as much as it ever was. _— 





No matter how tight your me- 
chanic sets up a Bristo, it will 


always respond to the loosening 






twist ... simply because, with the ee. ‘ 
ex an square sock- 
Bristo “fluted”’ design, the tend- SS ae 


from pressure on the 
walls of the socket. 


ency is to contract rather than ex- 


pand the wall of the screw. 


Phas 
* 
B 4S eee 
SOCKET HEAD CAP 


MANUFACTURED BY THE BRISTOL COMPANY, 


Bristos can be used over and 
over again, yet their special de- 
sign does not make them cost any 
more than other hollow head 


screws of ordinary pattern. 


In your own interest, consider 
these facts when you specify set 
and cap screws for your product, 
as well as for the machines in 
your shop. And, to be prepared in 
advance, send now for catalog and 

sample screws for test, speci- 


fying sizes desired. 


Sc rews 


WATERBURY, CONNECTICUT 
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See the complete Tenkins BOOK OF VALVES 
Catalogue No. 22A on pages 819 to 866, 1931 
edition of Sweet's Engineering Catalogues 








— engineers, contractors, 
purchasing agents, factory managers, 
superintendents and other buyers of valves 
know the story of Jenkins valve perform- 
ance. They read it regularly in Jenkins 
advertising which appears every month in 
the leading trade and technical publica- 
tions. They read it again in the direct 
mail advertising which they receive. Also 
Jenkins special representatives play an im- 
portant part in personally spreading the 





Telling your customers where to buy 


message of Jenkins valve performance 
among your customers. 

An outstanding characteristic of this ad- 
vertising and sales promotion effort is that 
throughout it all, the valve buyer is di- 
rected straight to you. In every publica- 
tion advertisement, in every direct mail 
piece, he is told to go to you for his valve 
requirements. 

By bringing customers to you, Jenkins 
advertising becomes your advertising. 


JENKINS BROS. 


80 White Street 133 No. Seventh St. 524 Atlantic Ave. 646 Washington Blvd. 1121 No. San Jacinto 
New York, N. Y. Philadelphia, Pa. Boston, Mass. Chicago, Ill. Houston, Texas 
JENKINS BROS., Limited, Montreal, Canada; London, England 
Factories: Bridgeport, Conn., Elizabeth, N. J.; Montreal, Canada 


BRONZE 


Jenkins 


IRON STEEL 


VALVES 


Since 1864 


| “At your supply house” 
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Getting m Most 
Out of Sales Meetings 


E ARE thor- 
ough believers in 
sales meetings; 


not the old cut and dried 
type, in which a manu- 
facturer pours out in- 
formation concerning his 
product, while our men 
are expected to sit and 
gulp it down, but rather 
the type which calls for 
active participation on 
the part of our entire 
sales force. 

One of the most im- 
portant points in con- 
ducting sales meetings, 
we have found, is to 
keep the discussion cen- 
tered about certain pre- 
arranged questions which 
are within the scope of 
our salesmen’s viewpoint. 
In order to bring this 
about, several days be- 
foe a sales conference 


By H. E. TORELL 


Sales Manager, Syracuse Supply Company 
Syracuse, New York 


By building their sales meetings around 
definite prearranged subjects and requir- 
ing the salesmen to participate actively 
in the discussions, this company has de- 
veloped live, constructive get-togethers 
which produce worthwhile results 





H. E. Torell, left, talking over plans for a coming sales 


meeting with T. D. Grady, construction equipment 


specialist. 


opens, we usually draw 
up a list of questions for 
the men which are cal- 
culated to inspire a study 
of the line under con- 
sideration and stimulate 
interest. 

Experience has proved 
to us that not even the 
most learned discourse 
on a product, no matter 
how well it is presented, 
can give the stimulation 
that our men get from 
actual participation in a 
discussion that ‘‘sweats 
out” the features need- 
ing emphasis. For the 
sales meeting that leaves 
all the preparation and 
hard work to the speaker 
makes little or no im- 
pression on our salesmen 
and obviously, therefore, 
brings about no worth- 


while results. Besides 
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our regular weekly Saturday morning sales meetings, 
we plan one annual conference, lasting at least three full 
days, and usually hold it at the beginning of the year. 
During the fall and winter months, we also have meet- 
ings on alternate Friday evenings, beginning at 7 o’clock 
and lasting from one to three hours depending upon 
the subject at hand. 

Although the same general idea that is followed in 
these meetings is also used in our Saturday morning 
meetings, the main purpose of these latter get-togethers 
is to provide an opportunity for informal discussion of 
current happenings of the preceding week. Outstanding 


there are about 70 direct factory representatives who 
work with us and are constantly in the field, maintaining 
close contact directly with our own territory men. 

We look upon our territory salesmen in the mill sup- 
ply division as the real sales managers of our industrial 
supply business. The titular sales manager’s job is 
simply one of coordinating and seeing that every facility 
of the organization is applied squarely to the utmost 
advantage of our territory salesman and his customers. 

It has been our experience that the well-informed 
salesman needs very little managing; therefore he re- 
ceives regular reports of all kinds, including sales per- 























performances are aired ; experiences 
exchanged; progress reports are 
discussed during sales campaigns ; 
new developments in established 
lines are pointed out; new lines of- 


A group of Syracuse Supply Com- 
pany territory men and officers gath- 
ered for the weekly sales meeting. 
Left to right: W. H. Scott, L. G. 
Harrod, S. N. Vessey, T. D. Grady, 
H E. Torell, F. B. Scott, Jr., E. O. 
Ridings, W. G. Stuart, and Larry 
Frank 


formance, gross profit showings 
and lists of accounts with a record 
of their buying activities. Our ter- 
ritory men are constantly being in- 
formed of every building activity 





fered us through our purchasing 
agent or department heads are pre- 
sented so as to secure the opinions of our salesmen ; new 
literature and samples are examined; all advertising, 
such as circular letters and mail campaigns is explained 
in detail, and criticism or suggestions from the general 
management is presented. Obviously all these matters 
are “boiled down” in advance as much as possible. Some 
are presented in typewritten memorandum form. 

But to understand our way of conducting sales meet- 
ings, it is necessary to understand our whole policy in 
regard to our sales representatives. Our regular terri- 
tory men are charged with the responsibility of pro- 
moting the sales of our many industrial supply and 
equipment lines. Of course, they must know their stuff. 
We try to make the process of keeping them informed 
continuous as well as up-to-date. 

In order to accomplish this purpose, the territory man 
has the cooperation and assistance of our own specialist 
salesmen in his territory. These specialists are men 
technically trained around a given group of lines such 
as abrasives, transmission equipment, contractors’ equip- 
ment, and so on. Then, besides our own specialty men, 
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in their territories; as a matter of 

fact, they are the most informed 
men in our busines; so far as it is possible for us to 
make them so. 

Going on this assumption that our men have a full 
sense of responsibility and are interested in making real 
successes of their jobs, we have found them to be liter- 
ally sponges for information. Instead of becoming 
saturated, the most successful of them are constantly 
demanding and absorbing more knowledge. It is our 
sincere belief that our regular territory men, having five 
years or more field experience as they all do, have more 
practical, usable, worthwhile information on a wider 
range of subjects tucked in, around and about their 
persons, than any other person not of a similar school 
of training. 


ND the big function of our frequent sales meetings 

is to help our men in profitably using and presenting 

the information they have accumulated—an ability, of 

course, which makes the difference between a walking 

industrial encyclopedia and a good average mill supply 
salesman. 
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Cutting Overhead 


with a 


MECHANICAL, 
BILLING SYSTEM 


Besides reducing billing expenses, this new 


system has speeded up operations, cut down 
the posstbilities of errors, met the back-order 
problem, and at the same time incorporated 


By 
FARRIS L. 
MORTON 


principles of cost accounting 


NE large western distributor’s search for a bill- 
() ing system, which would reduce overhead ex- 
pense and make it possible to send out invoices 
on the day of shipment, resulted in the development of 
a system which not only meets both of these require- 
ments but also solves 
the back-order prob- 


and accounting systems of representative distributors 

in most of the industrial centers, where mechanical meth- 
ods are in more general use. 

Even there, however, no one house had a system which 

would meet the exact requirements of this particular 

distributor’s problem. 

Either the systems 






























































































lem, and incorporates a had not eliminated the 
principles of cost ac- Y back-order problem; 
counting as well. poem embraced no cost ac- 
The fact that the MAILING MANAGER PURCHASING counting, the profits 
distributor’s organiza- DESK OF DEPT. DESK being estimated on an 
tion is composed of ay ay average percentage 
four independent sell- ™ basis or determined 
ing departments, each ¥ ¥ annually after inven- 
with its own clerical — «iy (ity tory taking; or had 
set-up, made the job BILLER COMPTO- TRAFFIC not been designed to 
of developing a satis- METER DESK insure invoices being 
factory system more mailed the same day 
difficult. In seeking as that on which the 
the answer to the goods were shipped. 
problem faced, the dis- = In working out the 
tributor first studied ORDER COST AND ORDER billing system to be 
the various systems in WRITER PRICE DESK WRITER explained here, a de- 
use by western mill tailed analysis, step- 
supply houses, but by-step, of each dis- 
they failed to measure tributor’s system 
up. Finally, convinced studied was made on 
that a strictly mechan- ORDER STOCK ORDER 
ical system, unlike any EDITOR DESK EDITOR ee 
in use in the west, was The Willer system op 
needed, the account- a [ol My 














ing executive of the 
distributor went east 
and studied the billing 
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The arrangement of the order—handling department makes for 
fast and efficient work, eliminating all running back and forth be- 
tween desks. 


of an outstanding western 
distributor. Because of a 
company policy, we are not 
permitted to divulge the dis- 
tributor’s name. 
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a chart. Exceptional features of any particular system 
were entered on the chart in red ink, so they could be 
quickly visualized. Data showing the number of em- 
ployees of each distributor handling the average number 
of orders per day were especially helpful. 

Back home with this chart as a guide, a long series of 
theoretical experiments were begun. Every physical op- 
eration in the organization was carefully analyzed, time 
stamped, and studied in relation to other distributors’ 
plans of handling that particular step. Over three dozen 
separate flow sheets were made and studied for the pur- 
pose of discovering the most practicable and economical 
plan. As soon as one step in the routine had been defi- 
nitely decided upon, the new step was incorporated in 
the chart under a column headed, “Our Proposed Plan.” 

When this column was completed for all steps, the 
outline of the new plan was finished and a flow sheet 
made of it in its entirety. Many changes, naturally, 
were made in the system after it had been installed and 


in use for some months; but the system as a whole func- 
tioned very satisfactorily as originally planned. The 
flow sheet of the new system is shown on this page. 

While the development of this new billing system 
made it necessary to change the physical arrangement of 
all the employees involved and this entailed remodeling 
parts of the building and moving departments, it also 
made it possible to eliminate four full-time and three 
part-time workers. The three order editors formerly 
required were now reduced to two; the two pricing 
clerks to one; the three stock clerks to two; the two 
purchasing department clerks to one, and the three part- 
time billers eliminated entirely. 

This meant a reduction in salary overhead in the ac- 
counting division of the company amounting to approxi- 
mately 4.5% of the total salary overhead. Besides this, 
there was a saving in supervision. Under the old plan, 
four department managers were necessary. Under the 
new plan, these managers became salesmen, and only 
one supervisor is needed for 
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the accounting division, 

which means a decrease in 

supervisory salaries of ap- 
+ proximately 6.5%. 

The layout of the order- 
handling department as final- 
ly adopted is shown on page 
15, this arrangement making 
for fast efficient work, elim- 
inating all running back and 
forth between desks. The 
bookkeeping section of this 
division is not shown, that 

' portion of the accounting be- 
+5-6 copy| # ing absorbed by the com- 

” pany’s general accounting de- 

partment, which does the 
work for four branches. 
After determining upon 
the system to be used, the 
next step was deciding what 
sales order and invoice forms 
to use for handling the work. 
Analysis proved that most of 
the delays in handling and 
billing orders came in the 
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> TO CUSTOMER 


STAND | [e[sHippinc copy }> | 1 costing and pricing, and ac- 
SHIPPING tual typing of the invoice. 
Y [7[sniepine aan srocK The logical solution appeared 
Y to be a form which permitted 
the invoice and sales orders 
> KNOWLEDGEMENT|———> TO CUSTOMER a 
is rs [8jac T to be made at one writing, 
5 re) and the costing and pricing 
ACCOUNTING : - 
“ 5 acon Copy | Soenemeeeees a | > done while shipment was be- 
ing prepared. It was with 
y flo] Sates copy =[|——>Tosates Dep. | these two particular objec- 
* mn * tives in view that the new 
| BILLING DEPT| =e 2 See invoice form shown on page 
be >TO BINDERS ; 
T=3 17 was designed. 
#\-2 —~TO STATISTICIAN 











form made up of the follow- 











| The invoice is a 10-sheet 





ing parts, all pre-numbered: 





This chart makes clear the flow of orders through the various processes of writing, 


editing, pricing and billing. 


1. Original invoice; 2. Du- 
plicate invoice; 3. Statistical 
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copy ; 4. Accounting copy ; 
5. Pricing and costing 
copy; 6. Shipping and 
stock copy; 7. Shipping 
memorandum; 8. Ac- 
knowledgement; 9. Con- 
trol copy; and 10. Sales 
department copy. 

Parts 1 to 4 inclusive 
are 8% x 11 inches. In- 
asmuch as prices are elim- 
inated from the invoice at 
the initial writing, to be 
filled in after shipment is 
made, it is desirable for 
the first four parts to have 
carbon paper inserted at 
the time of printing or fit- 
ted with “one-time” car- 
bon paper, as the process 
is called. This eliminates 
the necessity for inserting 
carbon when the parts are 
again put into the billing 
machine to have prices 
filled in. Since these four 
parts are kept together 
until shipment is made, it 
is essential that they be 
“fanfold” style. The other 
six parts, however, are 
“interfold” and do not 
have carbons inserted be- 
tween them. 

The manufacturing of 
this form presented a 
problem to the continuous 
form manufacturers, as 
none of them had ever 
printed one of this dual 
character. However, the 
form was completed, ex- 
actly as specified, and at a 
very reasonable cost, con- 
sidering the efficiency made possible by its use. The cost 
per thousand sets with inserted carbon, numbering and 
peculiar perforation required in the system is $27.97. 
This represents a saving of approximately two dollars 
per thousand over the cost of stationery, carbon and 
labor in handling loose-leaf forms under the system 
previously used. Of course, when it comes to efficiency, 
there is no comparison between the two systems. 

Under the new plan, orders are written on an auto- 
matic billing machine, with a 6-ply transverse carbon 
roll, for the six bottom parts of the form. ‘The first 
four parts are carbonized by the “one-time” carbon plan 
as explained above. 

The flow of the customer’s order through the various 
processes of editing, writing, pricing and billing is easy 
to follow on the flow sheet shown on page 16. 

To overcome the back-order problem, the method of 
stock deduction on the perpetual inventory cards was 
radically changed. The cards were re-designed, and in 
addition to the “Actual Withdrawals” column, a column, 
“In Float,” was inserted. 


NOVEMBER. 1931 


ore eevee 


SALESMAN'S COPY 


CONTROL COPY 


TO BE SENT AT ONCE TO GENERAL OFFICE 


THE BLANK Suppcy Co. 


wt eres ve mae meer 


— 


SHIPPING MEMORANDUM 


e0re eerree 
exceve” ov 


SHIPPING COPY 


cneee newer 


PRICING AND OFFICE COPY 


on re 


DISTRIBUTION 


O 


} 
pisTRIBUTION 
ina eo 


COPY 


THe Bian 


THE BLANK SuppPLy Co. 





ORIGINAL 


| 
| 


1 


INVOICE 





| nee 





PLEASE USE ORDER NO. AS REFERENCE ———— 





Ce SS IS SS SS SS SE i ee 








The forms used in connection with this new system permit 

invoice and sales orders to be made at one writing, while 

costing and pricing are done while shipments are being 
prepared. 


Under the old system, no deductions were made from 
the stock cards until after shipment. As a consequence, 
the cards would often show merchandise in stock, which 
had actually been sold. Inasmuch as such shortages 
would not be discovered until the orders reached the 
stock room, delays were frequent in “buying out” the 
“short” items, or ordering them from the factory. 

By referring to the flow sheet on page 16, it will be 
seen that the customer’s order goes to the stock desk 
before it is written. The quantities specified are entered 
in the “In Float’ column, with the customer’s name ab- 
breviated. In case of commodities sold by weight, an 
estimated weight is entered. Thus, the exact quantity 
in stock is easily determined by subtracting the accumu- 
lated total of the “In Float” column from that in the 
“Balance” column. This permits (Continued on page 96) 
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If a salesman goes in to sell a 
skilled mechanic and cannot talk 
his language, he’s apt to be run 
ragged. Mechanics like to do busi- 
ness with salesmen who know what 
they’re talking about. 


NYONE who hopes to sell 
cutting tools in this section 
of the country, must know 


how to talk to the men in the shop. 
As a general rule, it is not possible 
to get far by trying to sell the men 
in the office. Sometimes it is the 
superintendent, sometimes the fore- 
men and in some cases an obscure 
man down the line whose opinion 
is looked up to by the superintend- 
ent or foreman. But whoever it is, 
if a salesman cannot get into the 
shop and establish himself there he 
might as well stay at home. It is 
one of the hardest things he has to 
do, but the results he will obtain, 
once on the inside, are such as to 
warrant long and persistent effort. 

What I say in regard to methods 
to be employed in selling tools, 
based on my own experience, may 
seem more or less elemental to the 
seasoned salesmen in this line, for 
they will probably all agree that this 
line of selling is almost entirely de- 
void of stunts, so called, or high 
pressure selling. Nevertheless, in 
the industrial supply field there are 
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Practical 


On 


Selling 
‘lools 


Thorough knowledge of your line and 

what it will do, friendly desire to serve, 

knowledge of competition, avoidance of 

controversy, and sincerity of purpose are 

qualities which will stand you in good 
stead in selling shop men 


many fellows just breaking into this 
tool game to whom an enumeration 
of the first principles may be help- 
ful. 

We started an industrial depart- 
ment about four months ago for the 
intensive selling of cutting tools, 
such as drills, milling cutters, ream- 
ers and the like as well as the at- 
tendant shop supplies such as belt 
hooks, nuts and bolts, rivets, emery 
cloth, and so on. In this section of 
the country, the principal outlets are 
marine shops, industrial plants, com- 
mercial machine shops and a special 
type of machine shop which con- 
tinues to cater to the mines because 
of its patterns, years old, from 
which there are more or less regu- 


Ray Higgins was once a marine 
i . Mee a i- - 
a ial thea Gaim, — lar calls for parts to be made. In 
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Pointers 


By RAY HIGGINS 


Manager Industrial Department, Miller and Stern 
Tool Company, San Francisco 


every one of these markets, the important 
thing is to get to the men out in the shop. 

Once on the inside and on friendly terms 
with the shop men, you will find that for the 
most part they are surprisingly familiar with names and 
brands and have so studied articles and advertisements 
that they do a great deal of their ordering by name and 
brand. It follows, therefore, that to be most successful 
you should be representing lines that have an established 
reputation. After that it is largely a matter of person- 
ality on the part of the salesman, and how far he is will- 
ing to go in putting himself out to serve these men, that 
will determine the amount of business he will get, pro- 
vided he knows his lines and what they will do. 


TOOL salesman should be a technical man, or one 
with wide practical machine shop experience. If a 
man goes in to sell a skilled mechanic and cannot talk his 
language, in almost every case that mechanic is going 
to run him ragged. Sometimes he will actually victim- 
ize a salesman and make fun of him later to others, to 
whom he is handing the actual order. This may be just 
the evidence of an inferiority complex on the part of the 
mechanic, who is not merely satisfied with knowing more 
about a tool or process than the salesman, but must 
rub it in. Anyway it’s not pleasant for the salesman. 
This same complex on the part of the mechanic, or 
the foremen and superintendents who used to be me- 
chanics, makes it very dangerous for the salesman to 
attempt to sell them by any methods that savor of high 
pressure. They have read plenty about high pressure 
selling or at least enough to sense what the term means 
and you will soon perceive that they have their spurs 
out and “are danged if they are going to let any young 
squirt put anything over them by strong arm methods.” 
And right along this line I want to say that deep 
down in his heart there is a peculiar resentment on the 
part of the mechanic for the man who is clean. At times 
this may be almost open, or it may be a half subconscious 
feeling. But it is there and is natural because these men 
work long hard hours amidst dirty oil and grease, and, 
under the same conditions, you would probably have 
something of the same feeling. So I wish to emphasize 
the fact that although you should go into a shop as well 
dressed and clean as you would in making a call at the 
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In selling shop men you can wear good clothes and be 

clean, but when occasion demands that you come in con- 

tact with grease and grime don’t be squeamish about it. 
Remember, they are watching you. 


front office, once inside don’t be squeamish about meet- 
ing these men in exactly the same way as you would 
if you were in coveralls. If it happens that you meet 
one of the men whom you know, or to whom you are 
being introduced, don’t hesitate an instant to grasp his 
hand even though it is all covered with grease. Soap is 
as cheap to you as to him. If the occasion demands that 
you grab up a handful of dirty turnings to ascertain the 
conditions under which the tools are operating, do that 
very thing. Take a good handful, even if some dirt 
does get on your cuffs. That is the way they have to 
paw the stuff over and they like to see you do the same 
thing. If you handle a tool, see that you grasp it as if 
you loved it and not as if you were pulling a snake out 
of a hole. 

Men in the shop like to feel that you are working for 
them; that you are willing to serve them any time under 
any conditions. There was a man out in this territory 
by the name of Ted Burns, now dead, who sold to ma- 
chinists for many years. It was a common saying among 
shop men that if they wanted 10-cents’ worth of tool 
steel at 3 o’clock in the morning, Ted Burns would get 
up, go down to the stock room, saw it out himself and 
have it at the plant by 4 o’clock. He died universally 
loved and respected. While I cannot say that I go quite 
that far in the matter of service, I do attempt to hold 
myself in readiness at all times to travel clear down 
town in my car and back to the plant to get some little 
thing that some of my men are in a hurry for. Call it 
errand running if you please, but, believe me, it pays. 


N talking to the shop men, it is particularly necessary 
for you to know what your competition is offering. 
Nobody is going to come to you and tell you, either 
about prices or new wrinkles. But there are ways of 
finding out. Usually I spend about two hours of my day 
gossiping around, sometimes (Continued on page 94) 
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New sanders, both stationary and port- 
able, have practically eliminated all 
hand-sanding; improved the quality of 
patterns, and reduced the time of each 
sanding operation about 300%. 


URING the last few years 
in particular we have re- 
doubled our campaign on 
economies. Surveys made to de- 
termine what equipment is neces- 
sary to eliminate antiquated and 
costly methods of operation have 
been conducted more seriously, 
and more in detail than ever be- 
fore. No operation is too small to 
come under the analytical eye of 
our industrial engineering depart- 
ment. Can the job be speeded up? 
Can it be completed with less man-power? Can the 
quality of the work be improved? Is there any hazard 
or discomfort to the workers that might be reduced or 
eliminated? And most important of all, what modern 
equipment will reduce our production costs? These are 
the questions which we have been asking ourselves these 
last few years, and they have prompted many of the 
improvements made during this period of adjustment. 
The cooperation of our local distributors has been 
especially valuable to us during these trying times. The 
industrial user who believes he can produce economically 
without the assistance of the distributor’s salesman is 
shutting out valuable ideas. True, we do not adopt 
every suggestion which comes to us, but a very fair 
percentage are put into effect. The only restriction we 
place on any recommendation is that it must pay for 
itself in a year or less. It is significant that all of the 
recent economies, which are illustrated in this article, 
paid for themselves within six months’ time or less. 
We believe that now is the logical time to build new 
plants and modernize old ones so that when business 
does swing up, it can be handled profitably. Even now 
we are building a continuous strip mill costing millions 
of dollars which will be the last word in modernization. 
The photographs of plant improvements which ac- 
company this article were taken in our pattern shop, 


machine shop, and blacksmith shop. Take our pat- 
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Two small bench jointers have saved 
approximately 300% in operating time. 


This important steel company 1s 
building new plants and modern- 
izing old ones now so that when 
business does swing up, it can be 


handled profitably. In 


working out its modern- 


izations plans, the 
distributor is a very 
necessary factor 


tern shop, for example. Formerly 
all patterns were hand-sanded. 
This was slow and laborious work. 
New sanders, both stationary and 
portable, have practically elimi- 
nated all hand-sanding ; improved 
the quality of patterns; and re- 
duced the time of each sanding 
operation about 300%. On the 
large sander, the vertical cylinder 
for radius work oscillates as well 
as revolves. Both tables can be 
tilted to a 45-degree angle. These 
features account for the increased accuracy of the fin- 
ished pattern. 

Two small bench jointers, which we recently installed, 
also reduced the time of each operation about 300%. 
The large jointer, which had to do all the work prior 
to the installation of the bench jointers, was so fre- 
quently in use that workers had to wait for a job to be 





Instead of making an expenditure of $20,000 for another 
traveling crane, about 15% of that amount was invested 
in 10 jib cranes, one of which is shown here. 
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Are Modernizin 


By WALTER F. MILBURN 


Chief Industrial Engineer, Inland Steel Compan,, 
Indiana Harbor, Indiana 


finished before they could use 
the machine. All this delay 
has been eliminated by the in- 
stallation of two small porta- 
ble jointers. 

In our machine shop, we 
have recently effected two in- 
teresting economies. Formerly 
all materials were carried by 
two traveling cranes and each 
crane served only one machine 
or one operator at a time. 
These cranes were so over- 
loaded with work that it was impossible to maintain 
an even flow of production. At first we considered 
installing another traveling crane. This would have 
cost us about $20,000 and required an additional 
crane operator. After making a careful survey, 
tabulating all of the delays, we found that 90% 
of all the material handled weighed less than one ton. 
This, of course, did 
not require a traveling 
crane of large capac- 
ity, so it was decided 
that if we purchased 
10 jib cranes, each 
one could serve about 
two machines, and 
leave the traveling 
cranes for carrying 
heavy material. Thus, 
instead of making an 
expenditure of $20,- 





A battery electric truck jib crane was installed as an aux- 
iliary to move light loads. 


With an old style truck, 
it took four men to 
move an 8x8 _ billet, 
weighing 1600 pounds. 





Walter F. Milburn 


000 for another 
traveling crane, we 
invested only 
about 15% of that 
amount in 10 jib 
cranes. Also, the 
service of 10 jib 
cranes is equal to 
10 times the service which a trav- 
eling crane can render. The trav- 
eling cranes now have ample time 
to handle the type of work which 
they are built to handle, and all de- 
lay has been eliminated. 

A battery electric truck jib crane, 





















shown on this page, was installed as 
an auxiliary to move light loads 
which could not be reached by the 
jib cranes and would require too 
much service from the traveling 
cranes, All of these lifts formerly 
had to be handled by the traveling 
cranes. The truck crane is built for 
a very short turning radius, and 
consequently can move loads in nar- 
row aisles without difficulty. 


The installation of a 
mono-rail together with 
a battery electric truck 
makes it possible for 
one man to move all 
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materials from the stock 
yard to the blacksmith 
shops. Notice the open- 
ing in the center of the 
dash on the truck. 
This makes possible the 
handling of long mate- 
rials safely, such as 
rods and flats, and also 
permits making short 
turns. 


A similar survey was made on 
handling materials in our black- 
smith shop. It showed a large waste 
of labor in moving materials from 
the bar stock yard to the shop. For 
example, with an old style truck it 
took four men to move an 8 x 8 
billet weighing (Turn to page 88) 
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Important distributors of 
pipe, valves and fittings 
find it necessary to main- 
tain pipe shops. The 
Frick-Reid Supply Cor- 
poration, Pittsburgh, is 
prepared to handle any 
pipe cutting and thread- 
ing job. 


* 








W here are your 
Pipe, Valve and Fitting 
Sales Headed? 


, NHE market for pipe, valves and fittings is as wide 
as industry itself. Every industrial plant is a pros- 
pect. While the market is large, competition is 

unusually keen—competition among distributors them- 

selves, as well as that from direct-selling manufacturers 
and other agencies of distribution. 

Probably because of the severity of competition, pipe, 
valves and fittings with many distributors are looked 
upon as ordinary staple lines, on which taking orders is 
considered the proper procedure, rather than putting 
forth concentrated, intelligent sales effort. As one manu- 
facturer puts it, too many distributors’ salesmen assume 





Complete stocks and adequate facilities for rapid handling 
will put distributors in a position to secure a greater vol- 
ume of pipe business. 


tN 
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Selling less than half the total 

production of these items at 

present, distributors have a 

tremendous potential volume 
to shoot at 


By JAMES A. CHANNON 


Marketing Editor, Mitt Suppiies 


an attitude of order-taking so far as pipe, valves and 
fittings are concerned. As a result, they fail to serve 
the purchaser because they do not emphasize to him 
product improvements. Neither do they serve them- 
selves, for by accepting orders for whatever comes along, 
they must maintain stocks of many competing lines or 
else secure considerable material from competitors and 
either procedure eats into profits. Finally, obviously 
they do not provide adequate representation for the 
manufacturer. 

Duplication of lines is a costly evil. Forward-looking 
distributors recognize this fact and are concentrating 
more and more on lines of one manufacturer on which 
they receive proper cooperation. 

While industrial distributors are now selling less than 
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half of the total amount of pipe, valves and fittings used 
throughout industry, their yearly volume runs well up 
into the millions. The trend of industrial sales of recent 
years has been toward the distributor, too, sa he is be- 
coming a greater factor. It is safe to predict that his 
position on these lines will be strengthened as time goes 
on, for pipe, valves and fittings can be handled by the 
regular line salesmen very satisfactorily. Forty of 41 
important distributors report that specialty men are not 
required in selling pipe, valves and fittings. They’re well 
qualified to pass on this question, for the average yearly 
sales per house on these items amount to $112,000. 

Another reason to believe that distributors will be- 
come even greater factors in the distribution of pipe, 
valves and fittings, is because of the lessons learned from 
the present depression. Manufacturers have found out 
that selling direct is costly, particularly when sales are 
not only smaller than usual but scattered as well. With 
prices down, costs of maintaining warehouse 
stocks and sales and delivery expenses soon 
eat up what little profit there is. 

Buyers, too, are learning that it is much 
more costly to maintain their own stocks 
than to let the distributor take care of their 
requirements. Also, they are finding out 
that it is cheaper to use their local distribu- 
tor’s pipe shop facilities rather than to main- 
tain their own. The most successful dis- 
tributors of these lines are prepared to han- 
dle practically any pipe cutting or threading 
job that comes up. 

With a sales potential of many millions to 
work on—more than 50% of the total in- 
dustrial market—pipe, valves and fittings are 
lines upon which distributors can well af- 
ford to give important sales attention. 

Even with industry slowed down, there is 
considerable business to be had. Pipe lines 
in many plants need repairing. Users are 
more open than ordinarily to suggestions for 
cutting down power-plant maintenance costs. 
Worn out and inferior items have to be re- 
placed. The distributor who hopes to get 
this available business, however, must be 
willing to dig hard for it. That means scour- 





The necessity for standardization should be stressed in feed 
water pump installations such as the one pictured here. 
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In communities where natural gas is 

being piped in, gas burner installa- 

tions on boilers will increase. This 

of course, will open up a new market 
for pipe, valves and fittings. 








ing your territory and studying carefully the needs of 
each prospective customer so as to be able to recommend 
the products best suited to the particular job at hand. 

The average distributor’s salesman, armed with the 
type of information now being furnished by progres- 
sive manufacturers, is well-equipped to recommend 
types, sizes and quality for any normal pipe, valve or 
fitting installation. 

As an example, the regular salesmen of a Detroit dis- 
tributor have made surveys in several large plants and 
have succeeded in securing standardization on the prod- 
ucts which they recommended. These surveys were very 
complete and included the size and type of every piece 
of pipe, every fitting, and every valve in the plant. 

As a result, this distributor is now assured of re- 
ceiving all of the business on these items and further, 
he knows exactly what to keep in stock to take care 
of the maintenance needs of the plants in question. 

Selling quality lines of 
pipe, valves and fittings is 
the best policy, according 
to the views of 38 of 42 
prominent distributors. 
Quality products make for 
customer satisfaction, 
thereby insuring repeat 
business. Also, cut-throat 
competition on quality lines 
is not nearly so prevalent 
as on price lines, for fewer 
outlets are selling them. 

By doing away with du- 
plicate lines, pushing qual- 
ity products that will lower 
maintenance costs, tieing 
up with manufacturers who 
back them with real sales 
cooperation, and actually 
studying each plant’s re- 
quirements so as to fit the 
right product to the right 
job, distributors will find 
their sales and profits on 
pipe, valves and _ fittings 
steadily mounting. 





Power stations, such as the Columbia Power Station shown 
here, are large users of pipe, valves and fittings. 
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WHo's WHO 





H. D. HEITMULLER 


General Manager, C. W. Marwedel, San Francisco. 








HERE is a certain quality in = —— 
some men, and it may be said 
that relatively few men have it, 


that makes them almost universally 
liked, and that, too, on the very first 
meeting. It is hard to define what this 
quality is. There are many honest 
men who have comparatively few 
friends. There are many jovial fel- 
lows who are liked for the moment 
and soon forgotten. There are many 
kind-hearted men who do not arouse 
in their fellows a reciprocal kindly 
feeling. So what is it that these uni- 
versally liked fellows possess? What 
kind of an “It” do they have which 
causes people’s faces to ight up when 
their names are mentioned and starts 
them off on a line of the highest 
praise? 

During the course of a week spent 





HEINE Heitmuller, although 


he is still very much alive, seems already to have 
become a sort of legend among the mill supply 
men of San Francisco. 
the distributors in that city can hardly talk about 
mill supplies without mentioning Heinie. 
search for the reason for this popular recognition 
reveals two plain qualities; an engaging person- 
ality and a genuine desire to help others. Neither 
of them at all unusual, perhaps, except that they 
are seldom combined in one man. 


A newcomer finds that 


A 








in San Francisco among the industrial 
distributors, Mi_t Suppvies’ field edi- 
tor began to hear the name “Heitmuller’ mentioned 
quite frequently. 

“Better get in touch with Heine Heitmuller. 
give you the dope on that. 
too.” 


He can 
He’s a wonderful fellow 
“What, haven’t you seen Heine Heitmuller? He’s 
over at Marwedel’s, you know. He knows more about 
the distributors of this town than they know about 
themselves. He’s a fine chap and a square shooter, too. 
Everybody likes him.” 

This was about the gist of what was heard from all 
sides. Sometimes the question was fired back at them: 
“You must know him pretty well. Do you get to see 
him often? He must be a great mixer and get around 
a lot.” 

The surprising part was that most of them would 
answer that the man had never been in their place of 
business. Perhaps they had never met him more than 
once or twice in the past. Yet they contended that they 
knew him well; he had done many things for them and 
was the salt of the earth. Just ask anybody they said, 
and we would find it to be true. 

So, toward the end of the week we repaired to the 
house of Marwedel to meet this man of whom both 
competitors and customers spoke so highly. He might 
be a paragon and all that, but we didn’t have to fall just 
because everybody else did. We had seen plenty of 
them before. 

“Yes, Mr. Heitmuller just got back to the office. 
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Walk right in and see him,” we were told. There were 
no preliminaries. There behind a flat top desk sat a 
rather short, thick-set man facing a mass of correspond- 
ence, reports and miscellaneous papers that all seemed 
to be crying for attention at once. But he brushed them 
aside and then looked up with a smile that you could 
just feel soak in. “Draw up a chair and let’s talk,” was 
his cordial opening. So we did draw up and begin to 
talk, and were immediately under the spell of a most en- 
gaging and interesting personality. It is this personality 
plus a consistent, genuine desire to help others, no mat- 
ter who they may be—competitors, people far removed 
from any possibility of being customers, or even people 
who have done him a wrong in the past—that we believe 
may be the secret of this man’s popularity. What else 
can it be? Is there anything in the following brief ac- 
count of his history, which was all that could be quizzed 
out of him, that would account for it? 


D. HEITMULLER was born in San Francisco 

ein 1881, and has never been very far away from 

the place. His education consisted of grammar school 
and then business college. He started with Marwedel 
in 1897 as bill clerk, rising by successive steps to book- 
keeper, thence to office manager in 1900 and to general 
manager in 1910. He has never had any other connec- 
tion aside from this company, although the latter is one 
of the leading industrial supply (Turn to page 52) 
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Hk salesman who forgets to search diligently 
around the factories for extra business and new 
appheations is making just as big a mistake as the 


fellow who passes up certain plants entirely just because 


he “thinks probably” there is nothing there for him. If 
aman will just keep after each customer and prospect 
studying his requirements, sooner or later he will get 
orders because eventually he will be sure to find a need 
for his goods and so create a demand in the mind of 
the buyer. 

This persistent studying of a company’s 
needs worked out particularly well for me in 
a certain tool factory [ call on where much 
of the business is export and the requirements 
very exacting. My big chance came when the 
firm began to expand. [ knew it would be 
receptive to ideas for improving production, 
so | went right after the business. My open- 
ing wedge was the introduction of electrical 
equipment to replace that which ts hand oper 
ated. The first item suggested was a 7'4-ton 
electric hoist to take the place of the 3-ton 


THIS ELECTRIC SAW SOON PAID FOR 
ITSELF 
When we sold this portable electric saw, it had a 
beneficial effect all around. The men liked it be- 
cause they can do the work more easily and 
quickly, and the company was pleased because the 
men now have more time for doing more pro- 
ductive work, 
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AN ELECTRIC HOIST WAS NEEDED 
This 732-ton electric hoist was sold in place of 
a 5-ton hand machine, because it handled big- 
ger loads provided greater safety, and saved 
time. Such an installation requires a larger in- 
vestment, but it is the kind that pays dividends. 


How 





hand hoist that had been in use. The new 
machine as | had pointed out before sell- 
ing it, was safer than the old one and in 
addition it speeded up the work. This 
one sale paved the way for many others. 

Some time later [ noticed that the men 
in this plant were doing an unusual amount of sawing 
by hand. The product manufactured requires the best 
of crating, from light to very heavy, especially on foreign 
shipments. In addition skids, platforms and supports 
must be made for us around the plant. Of course, | 
immediately realized that this would be a good spot for 
a portable electric saw. | sold this saw by demon- 
strating what great savings could be effected by it 
through its speedy and accurate work. 
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QUICK AND ACCURATE 
DRILLING NECESSARY 


In any plant of this character, 
there are numerous holes to be 
drilled, both in production and 
in maintenance work. The 
more quickly and_ accurately 
the holes can be drilled, the 
better for everybody. This 
special pistol grip electric drill 
paid for itself in a short time. 








Him SOM 


Continuing to push the electrical idea, | noticed a real 
need for a special drill, or “hole-shooter,” as the men 
were constantly demanding more speed for the large 
number of holes they had to drill in steel and in ma 
chines. This product is a heavy-duty, pistol-grip, one- 
hand drill, easier on the operator than most drills, effi 
cient even in inexperienced hands. 

Next, I turned my attention to the methods being 
used to transport machinery, parts, and heavy castings 
around the building. For this purpose practically every 
thing had been used—skids, rollers, dollies and so on. 
I showed the company a handy style of 4-wheeled, heavy 
duty truck, which could either be used alone or as a 
trailer. ‘The first truck proved so handy that a second 
one was purchased, and now the heavy pieces are han 
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HE THING 


MORE 


By HARRY A. PULVER 


ltce-President, Pulver Machinists’ Tool Company, 
Chicago 


Vv Vv 


dled without extra men having to drop their 
work, Besides saving time, the handling is far 
safer than with the old methods. 

Set and cap screws, though comparatively 
small items, are very important, so [am always 
on the lookout to recommend my brand and 
have them put to the test. As a high-quality 
set and cap screw is required in this plant, | 
took special pains to investigate the many 
places where they were used. “Vhe result: was 
TRAILER TRUCKS FACILITATE TRANS- 

PORTATION 


Although the transportation of material and ma- 

chinery in this plant had always been done with- 

out a great deal of fuss by three or four dif- 

ferent methods, we sold two of these heavy duty 

trailer trucks because they standardized and facili- 

tated all movements, especially on such loads as 
this 3,000-pound casting. 
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How We Sell Him Something More 
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SMALL ITEMS EFFECT REAL ECONOMIES 











By counting the places where set and cap screws were used and showing how greater 

holding power and more security could be obtained, we sold the idea of using hol- 

low set screws and socket cap screws. Such items as these should not be neglected 
in seeking additional business. 


the sale of hollow set screws to replace square head and 
headless, and socket cap screws instead of the fillister 
tvpe. All types of screws have their places, but in this 
case greater holding power and more security was ob- 
tained by the type suggested, 

I] was already selling a good grade of carbon drills in 
both small and large sizes, but we found that the nature 
of the work demanded a change. [| suggested high- 
speed drills, pointing out that they would not need so 
many sharpenings, would provide quicker cutting and 
give longer life. The sale was made. The subsequent 


performance of these drills bore out the improvements 
promised, and furthermore | was able to follow this sale 
with the installation of high-speed cutters on the 





milling machines which effected a great improvement. 

In none of these cases did | have a low-price argu- 
ment to help me along in introducing the new product. 
In fact in each instance, the new articles cost much more 
than those formerly used. So it is obvious that the “sell 
him. something more” idea sometimes also turns out to 
be “sell him something better.” 

of course, there are times when we really save the 
customer money at both ends—in the initial cost as well 
as on production or maintenance expenses. In the last 
analysis, a plant buyer is not going to make a change of 
any kind unless he can be shown a benefit. Whether a 
device originally costs more or less than its predecessor, 
is a secondary consideration. Nothing matters after all 
except the ultimate results to be ob- 
tained, 

I follow the “sell him something 
more”? system because it means more 
business and because when [ am con- 
stantly urging a trial for this or that 
line | am learning new angles and get- 
ting additional sales points by putting 
both myself and goods on the spot. 
Promises and predictions must be 
made good, but that is only an added 
thrill for the man who believes in the 
lines he is selling. 


SELL HIM SOMETHING BETTER 


Needless to say, the drilling operations 
in a large tool plant are one of the most 
important features. They are carefully 
watched by the live salesman because 
poor performance means a loss to the 
customer. In this case we proved that 
much better results could be obtained 
by the use of high-speed drills rather 
than the carbon type. 
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Brush News 


Published by The Osborn Manufacturing Co. 


(Advertisement) Copyright 1031 


Comments of a Representative Group 
of Osborn Distributors indicate The 
Osborn Plan of Co-operation is Practi- 
cal, Efficient and Productive of Results 














(Due to space limitations, the following comments are brief excerpts from letters written by Osborn Distributors) 





H. C. Ellsworth 
“We 


are thoroughly in accord with the | 
Osborn Plan of Co-operation. For the past 
two years, the Osborn line has consistently | 
maintained a higher percentage of sales than 
any other line.” 

H. C. Ellsworth, President, 


THE WHITE TOOL & SUPPLY CO., 
Cleveland, Ohio 





E. C. Bockstahler 


“We are very pleased with the co-opera 

tion and support your organization has 

given us. The new brush catalog and the 

monthly editions of ‘Brush News’ are an 

inspiration to our salesmen. We are heart- 

ily in accord with your policy for the dis 
tributior. of Osborn Brushes.” | 
E. C. Bockstahler, Sales Manager | 
THE CHAS. A. STRELINGER CO., | 
Detroit, Michigan 








C. A. Channon 


“Any plan backed up with the fundamentals 
of, first, a real and co-operative distributor 
policy and, second, quality merchandise 
correctly priced, is bound to receive the sup- 
port and enthusiasm of both the executives 
of the industrial distributing houses and 
their sales forces. These, I believe, are the 
real reasons for the success of The Osborn 
Pian.” 
C. A. Channon, Vice-Pres., 
GREAT LAKES SUPPLY CO., 
Chicago, Illinois 





KNOW THE LINE OF 
OSBORN BRUSHES 


Wire Wheel Brushes 

Fibre Wheel Brushes 

Paint and Varnish Brushes 
Wire Scratch Brushes 

Floor Brushes 

Push Brooms — Wire and Fibre 
Upright Bass Brooms 
Counter and Bench Brushes 
Window Brushes 

Rotary Brushes 

Flue and Heater Brushes 
Special Purpose Brushes 


THE OSBORN MANUFALTURING COMPANY 
5401 Hamilton Ave. - Cleveland, Ohio 


Sales Branches 
New York, Detroit, Chicago, San Francisco, 
s Angeles 








P. O. Boylan 


“We have been operating under the Osborn 
Plan long enough to convince us that it ts a 
splendid plan. It is, and we believe it will 
continue to be, successful. We are happy to 
be an integral part of the set-up.” 

P. O. Boylan, Sales Manager, 
THE W. M. PATTISON SUPPLY CO., 


Cleveland, Ohio 





H. H. Kuhn 


“As one of your distributors who is deeply 
appreciative of your excellent support and 
co-operation, we predict continued success 
with the Osborn line.” 

H. H. Kuhn, General Manager, 


THE HARDWARE & SUPPLY CO., 
Akron, Ohio 








The Osborn Plan brings Manufacturer 
and Distributor together to Effectively 
and Economically Serve the Brush 
Needs of the Industrial User 


(Due to space limitations, the following comments are brief excerpts from letters written by Osborn Distributors) 
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R. W. Martin 


“We have now had your franchise for about 
two years. When first taken on, we were 
rather skeptical as to the possibilities for any 


considerable sales. 


“Our experience in this period, however, has 
been a revelation to us and we now class 


Osborn Brushes among our leading lines.” 
R. W. Martin, Vice-Pres., 
THE ROSS-WILLOUGHBY CO., 


Columbus, Ohio 





R. C. Tyrrell 


“T list ten reasons why we are a satisfied Osborn 
‘Brush Conscious’ distributor. (1) Elimina- 
tion of mixed stock. (2) Complete catalog 
minimizes sales resistance. (3) Osborn co- 
operation unlimited. (4) If it’s a brush, Osborn 
makes it and we have tt. (5) Quality unsur- 
passed. (6) Price conservative with quality. 
(7) Price protection assured. (8) Service on 
special brushes. (9) High type of national ad- 
vertising. (10) SALES TRIPLED IN 
18 MONTHS,” 
R. C. Tyrrell, 
ELIZABETH HARDWARE CO., 
Perth Amboy, N. J. 








G. M. Bockstahler 


“Osborn co-operation has been everything 

you said it would be. Our sales have increased 

from year to year and we find your line a 
profitable one.” 

G. M. Bockstahler, 

Vice-Pres. and M¢r., 

INDIANAPOLIS BELTING & 

SUPPLY CoO., 


Indianapolis, Indiana 





R. T. Diils 
“We cannot say too much in appreciation of 
the real co-operation we have received from 
Osborn. We are convinced that the increase 
in brush sales we hav e enjoyed this year is 
largely due to the help we have received 


through The Osborn Plan.” 


R. T. Dills, Vice-Pres. and M¢gr., 
THE KLINGER-DILLS CO., 
Dayton, Ohio 





Russell M. Easton 


“The splendid co-operation of The Osborn 
Manufacturing Company, the quality and 
completeness of the line have made it possible 
for us to truthfully say that your products 
have become one of the few outstanding lines 
which have shown a healthy increase in sales 
with a desirable margin of profit throughout 
the ten months we have been handling 
Osborn Brushes.” 
Russell M. Easton, 
THE E. A. KINSEY CoO., 
Cincinnati, Ohio 





B. Frank Antrim 


“Osborn Brushes have been a_ profitable 
addition to our business and have helped us 
make new, warm friends among the in- 


dustries here.” 


B. Frank Antrim, President, 
ANTRIM HARDWARE CO., 


Camden, New Jersey 
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‘The Osborn Plan of Co-operation Func- 
tions in Agreement with the Principles 
Advocated by the Joint Merchandising 
Committee of the Mill Supply Business 


(Due to space limitations, the following comments are brief excerpts from letters written by Osborn Distributors) 





O. C. Scott 


“The definite distributor policy and the 

practical sales co-operation of ‘The Osborn 

Manufacturing Company help us maintain 

a high standard of brush service for our 
customers.” 

O. C. Scott, 

THE E. A. KINSEY COMPANY, 


Cincinnati, Ohio 





G. S. Clark 


“T cannot praise The Osborn Manufacturing 
Company too highly for the co-operation we 
are receiving. Your representative in our 
territory has given us all the help possible. 


We are 100% Osborn.” 


G. S. Clark, Sales Manager, 
SAMUEL HARRIS & CO., 


Chicago, Hlinois 
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G. FF, Evans 
“In the early spring, we decided to sell 
Osborn Brushes and, since that time, our 
Brush Business has shown a decided increase. 


“The high standard of your products, the 
personnel of your organization, your absolute 
fairness and your very fine publicity, all 
contribute to make your plan the last word 
in distributor co-operation.” 


G. F. Evans, General Sales Mgr., 
BEALS, McCARTHY & ROGERS, INC. 
Buffalo, New York 





IL. E. Forbes 


“The Osborn policy of co-operation, both 
through their salesmen and through their 
advertising is, I believe, one of the biggest 
factors in stimulating our sales of brushes. 
“Again this year, Osborn is one of the few 
lines that will show an increase over the 
preceding year.” 
L. E. Forbes, Vice President, 
COUCH & HEYLE, INC., 


Peoria, Hlinois 








William T. Todd, Jr. 


“We are very pleased with the results ob- 
tained in the distribution of Osborn Industrial 
Brushes and have been surprised at the large 
variety of customers that we havé been able 
to uncover. Evidence of this is a sales increase 
of 62% for the first six months of 1931 over 


the entire twelve months of 1930,” 
William T. Todd, Jr., Sales Mgr., 
SOMERS, FITLER & TODD CO., 


Pittsburgh, Pa, 
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D. Erskine 


“In my opinion, the Osborn Brush Plan 
with Distributors is the most complete me 
thod of merchandising brushes ever employed 
by any brush manufacturer. 


“Your salesman is very well trained and gives 


us every Co-operation, 


“Osborn Brush service is exactly as rep 

resented a real service from Distributors 
to Users.” 

D. Erskine, 

ERSKINE-HEALY, INC., 

Rochester, N. Y. 











NOVEMBER, 1931 


ZOSBORN 





31 











MILL. SUPPLIES 





MILL SUPPLIES 








Modern Distribution of Industrial Products 
demands Thoroughness, Efficiency and Econo- 
my as Accomplished by The Osborn Plan 
of Co-operation with Industrial Distributors 


(Due to space limitations, the following comments are brief excerpts from letters written by Osborn Distributors) 


“Our relations with Osborn have always been 

pleasant. Your plan of co-operation has 

enabled us .to develop some nice fresh 
business.” 

J. L. Taylor, Vice-Pres., 

H. CHANNON COMPANY, 

Chicago, Illinois 





“Osborn Policy plus Osborn Quality plus 

Osborn Co-operation means that Osborn is 
one of our most valued connections.” 

W. C. Hunter, 

President and General Manager, 


THE ROSS-WILLOUGHBY CO., 
Columbus, Ohio 





“With the aid of ‘BRUSH NEWS’ and other 
Osborn sales co-operation, our brush business 
is becoming of increasing importance. We are 
selling a real brush service which our cus- 
tomers appreciate and are glad to buy 
knowing they are securing the utmost in 
Quality, Service and Value.” 


R. H. Welton, 
CHASE, PARKER & CO., INC., 
Boston, Mass. 





“Our entire sales force has become so imbued 
with the Osborn spirit of co-operation that 
they have come to look upon the Osborn line 
as one of the few in which there is any semb- 
lance of activity these days and which is so 
well deserving of their concentrated sales 


effort.” 
E. A. Gray, Sales Manager, 


THE ABRASIVE MACHINE AND 
SUPPLY COMPANY, 
Newark, N. J. 





“Our business with The Osborn Manufactur- 
ing Company has shown a steady increase for 
years. Osborn quality does not vary. Osborn 
advertising sticks to the truth. Our relations 
with Osborn’s New York Branch Sales Man- 
ager have been completely satisfactory. 


“L. Best Company and its customers give 
The Osborn Mfg. Company a vote of con- 


fidence.” 
E. Best, Jr., 


L. BEST COMPANY, 
New York, N. Y. 





“The results we have obtained in the dis- 
tribution of Osborn Brushes reflect an un- 
usually good plan. We are highly pleased 
with the line and the co-operation received.” 


W. W. Ethier, 
Vice-Pres. and Gen. Mgr., 


THE WESTERN IRON STORES CO., 
Milwaukee, Wisc. 





“We are very enthusiastic about the Osborn 
line and certainly feel that you are on the 
right track with your policy of co-operation 
with distributors.” 

S. D. Conant, 


SLIGO IRON STORE CoO., 
St. Louis, Mo. 





“While the complete line is comparatively 
new to us, yet we are well pleased with the 
results that have been obtained in the dis- 
tribution of Osborn Brushes.” 

H. E. Oatis, Branch Manager, 


THE NATIONAL SUPPLY CO., 
Toledo, Ohio 





“The Osborn Plan with Distributors is on 
the right track. It is in line with the de- 
velopment work of the Joint Merchandising 
Committee of the Mill Supply Business. 
Osborn has our best wishes for continued 
success.” 


H. E. Ruhf, Sales Manager, 


CLEVELAND TOOL & SUPPLY CO., 
Cleveland, Ohio 





“We find our relations very pleasant with 
your company and we have had all of the 
sales help that anyone could possibly ask for. 
“We believe in the Osborn line and the 
Osborn Plan and are constantly trying to get 
the Osborn message across to our customers.” 


E. B. Graft, 


GRAFT-PELLE COMPANY, 
Louisville, Ky. 


“‘We are interested in your activity in the 

Osborn Plan of Distributor Co-operation and 

feel sure that it will be reflected in greater 
sales at less cost.” 

W. C. McCurry, 

FRICK-REID SUPPLY CORP., 

Pittsburgh, Pa. 





“I think the Osborn Plan of Co-operation 
with Distributors is absolutely satisfactory.” 
E. E. Gibbs, 

WIMBERLY & THOMAS 


HARDWARE CO., INC., 
Birmingham, Ala. 





“We think very highly of your efforts to help 
the distributor place your products before 
the user. The education of the salesmen is 
producing results.” 


John J. Breslawsky, Vice-Pres., 
NEW JERSEY ENG. & SUPPLY CO., 


Passaic, New Jersey 





“In all my years of experience, I have never 
found such complete co-operation as Osborn 
is giving us. As a result, we have learned 
more of the facts pertaining to your line than 
we could in any other way. The returns in 
sales are beginning to prove that you have 
adopted the right plan.” 
A. L. Beers, 
LYMAN-BEERS COMPANY 
Springfield, Mass. 





“With the aid of ‘BRUSH NEWS’ and other 
Osborn sales co-operation our brush business 
is becoming of increasing importance. Our 
customers benefit by better brush service and 
we benefit by winning and holding our cus- 
tomer’s confidence and good will.” 

E. M. Rayhill, 
RAYHILL & GREENE SUPPLY CO., 

Providence, R. I. 





“When a manufacturer, who has a pro- 
duct equal to or above competition, backs up 
his distributors with actual co-operation, 
the combination is bound to produce results. 
“‘We wish to assure you that we are pushing 
Osborn Brushes to the best of our ability 
and expect to be rewarded by larger sales as 
time goes on.” 
Leo H. Gorton, President, 
MACHINE TOOL & SUPPLY CO., 
Tulsa, Okla. 











GENERAL OFFICES AND MAIN PLANT 
5401 HAMILTON AVENUE 
CLEVELAND, OHIO, U.S.A. 


Tne OSBORN MANUFACTURING COMPANY 


SALES BRANCHES 
LOS ANGELES 
CHICAGO can FRANCISCO 


NEW YORK 
DETROIT 

















the Merchandising Committee 


ls Making Headway 


By R. M. GATTSHALL 


Executive-Manager, The Joint Merchandising Committee 
of the Mill Supply Business, Youngstown, Ohio 


the National, Southern and American Associations, 
The Joint Merchandising Committee of the Mill 
Supply Business was organized to develop a program 
to enhance the economic importance of the industrial 
distributor. This committee, made up of distributors 
and manufacturers of industrial supplies and equipment 
located in widely separated communities—men with full- 
time jobs of their own to look after—started from 
scratch, with simply an idea for improving industrial 
distributing conditions. 
Yet in less than two years’ time, despite unsettled 
business conditions, that mere 
idea has grown into a well-de- 


Jt 19 months ago, at the Memphis convention of 


April of this year, a most amazing survey of industrial 
distribution had been completed and was presented at 
that memorable meeting. 

This research data is ready for use. Unquestionably 
the facts brought out will provide the remedy for many 
problems now facing industrial distribution. There is 
ammunition aplenty for an interest-compelling advertis- 
ing campaign. There are facts galore, which, if studied 
and applied properly, will bring about closer cooperation 
among distributors and manufacturers and point the way 
to greater sales and profits. 

The Washington convention was overwhelmed with 

the tremendous progress in be- 
half of economical industrial dis- 








fined, practical plan of action. 


tribution which the Merchandis- 





To the casual observer, per- 
haps progress has seemed slow. 
On close observation, however, it 
will be seen that the speed with 
which the entire program has 
been whipped into shape has of 
really been remarkable. 

Within 60 days after the ap- 
pointment of the committee, a 
complete story as to what it pro- 
posed to do had been compiled 
in a brochure entitled, “Your 
Committee Recommends,” and 
broadcast to industrial manufac- 
turers and distributors. At the 
time this book was printed no 
funds were available, so the in- 
dividual members of the com- 
mittee footed the bill. They have 


the 


for. 


“The foundation for a most con- 
structive campaign in the interest 
industrial distributor has 
been carefully laid. The speed with 
which that foundation can be added 
to depends wholly upon the co- 
operation which 
from the field at large. Past results 
have been all that could be hoped 
Future progress depends en- ter of 

tirely on you.” 


ing Committee had made in such 
a short time and went on record 
as favoring the continuation of 
the work. 

The committee, of course, re- 
alized that the movement had 
gone so far that carrying on 
further would require the serv- 
ices of a full-time manager. 
Thus, last August, just 17 months 
after the appointment of the 
Committee, an office to handle 
the work was opened. 

This office has already built a 
1,800 distributors and 
4,000 manufacturers, all of whom 
should be thoroughly interested 
in the program which has been 


is forthcoming 








developed for the following pur- 





since, of course, been reimbursed. 

As a result of the mailing out 
of that brochure, sufficient funds were subscribed to 
permit the formation of a research committee and the 
lining up of a staff to develop facts concerning indus- 
trial distribution from manufacturers, distributors and 
users in 39 states and 64 industries. Much of the ex- 
pense in gathering this data was borne by the publishers 
of Miri Supp.ies who loaned the Committee the serv- 
ices of the director of research for several months, pay- 
ing his salary, providing him with office space and plac- 
ing at his disposal their complete and efficient facilities. 

By the time of the Washington triple convention in 
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poses: 

1. To show that the shortest 
route for industrial supplies to the consumer is through 
the industrial supply distributor and to emphasize this 
fact to manufacturers, distributors and users. 

2. To establish by continued research, such errors as 
may appear in the buying and selling policies of each 
interested factor to the end that proper correction can 
be made. 

3. To disseminate these facts to manufacturers, dis- 
tributors and users of industrial supplies. 

4. To foster the growth of harmonious cooperation 
between manufacturers and (Continued on page 58) 
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Capitalizing on the Depression 


HIS depression has a bright as well as 

a gloomy side. True, at first thought, 

with reduced volume and lower profits, 
sometimes even losses, staring you in the face, 
it is hard to believe that there is any good 
at all in a depression such as the one we have 
been grappling with more than two years. 

Yet, the drastic business decline of recent 
months has really put the distributor in a 
stronger position than ever. First of all, it 
has emphasized to manufacturers the tre- 
mendous value of strong distributor connec- 
tions. When business is booming, sales costs 
are not scrutinized nearly so closely as they 
are now. As a result, the high cost of direct 
selling often passes by unnoticed. However, 
with business activities slowed down, every 
item of expense is put under the microscope 
and wasteful, costly methods are soon 
brought to light. 

This very thing is happening in the indus 
trial field, with the result that many manu- 
facturers are dropping direct-selling tactics 
like a hot iron and seeking sales outlets 
through the industrial distributor. As one 
distributor recently told us: “Never before in 
my experience have I seen more manufac- 
turers coming out with sales policies recogniz- 
ing the distributor as the proper sales outlet. 
Never have we had more manufacturers seek- 
ing our distribution services than now.” 

What is true of manufacturers, applies also 
to industrial users. Faced with the necessity 
of cutting costs in every way possible, users 
today are making scientific studies of their 





buying systems. Direct comparisons are be- 
ing made as between one plan of buying and 
another. As a result, users are more open- 
minded on the subject than ever. 

Progressive distributors recognize this fact 
and are capitalizing on it. A case in point 
was brought to our attention just the other 
day. A well-known distributor had been try- 
ing for years to secure the business of a large 
industrial plant in his territory, with little 
success. About all the business he ever got 
consisted of a smattering of odds and ends, 
usually items needed in a rush. No matter 
how hard he worked on the account, or how 
many sales arguments he used, the buyer 
would always shoot at him the old story, “I 
can buy it cheaper direct.” 

As long as business was going along nicely, 
trying to get any worthwhile business out 
of this account was like trying to ram your 
head through a concrete wall. However, 
after the depression had begun to take its 
toll a little different picture presented itself. 
This plant was hit mighty hard and expenses 
were being cut right and left by the chief 
executives of the company. 

Our friend, the distributor, hit upon the 
idea that now, if ever, this user would be in 
a receptive mood to listen to his story. So, 
after studying the situation thoroughly and 
arming himself with all the facts, he went to 
the president of the company, and laid his 
cards on the table. He pointed out definite 
savings which could have been made had the 
company been buying from him as conditions 
warranted, rather than buying direct in large 
quantities to take care of future requirements. 


HE user learned that thousands of dollars 
might have been saved had he made full 
use of his local distributor’s services. He 
found out, for example, that his large ware- 
house, with the expenses that go along with 
it, could be done away with; his shelves 
crammed with supplies and equipment to an- 
ticipate future needs might just as well have 
been cash in the bank, and his out-of-date 
items bought in years gone by might just as 
well never have been stocked. 
Given the opportunity, it didn’t take our 
distributor friend long to convince Mr. User 
that there’s a whale of a lot of difference be- 
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tween initial cost and ultimate cost. As a 
result, an order has gone out from the execu- 
tive offices specifying that in the future all 
supplies and equipment is to be purchased 
from the distributor. 

If it hadn’t been for the depression, this 
distributor might never have had the oppor- 
tunity to get his story home, surely not un- 
der as favorable circumstances. As it is, he’s 
fixed so far as that user is concerned, so long 
as he performs his functions properly. 

After all, it’s possible to capitalize even on 
depressions. 


Mill Supplies Receives Editorial 
Award 


ILL SUPPLIES has just been awarded 

M honorable mention by The Associ- 

ated Business Papers, an organization 

made up of the leading business magazines in 

the country, for outstanding editorial service 
to its field. 

The jury which passed on the 167 entries 
included Thomas D. Cutler, publisher, “Ice 
Cream Trade Journal;” John Benson, presi- 
dent, American Association of Advertisin 
Agencies; Lee H. Bristol, president, Associ 
ation of National Advertisers; O. H. Cheney, 
banker; and Alfred Reeves, general manager, 
National Automobile Chamber of Commerce. 

The receiving of this award has been very 
gratifying to the editors of Mitt SuPpp.igs 
and will spur them on to even greater efforts 
in the interest of industrial distribution. 


Adapting the Other Fellow’s Ideas 
to Your Needs 


HE editors of Mixx Suppuis often run 

up against a distributor who complains 

that the ideas brought out in our maga- 

zine are not practical from his standpoint be- 
cause his business is different. 

“You see,” he will explain, “we are serv- 


ing a specialized industrial field and while the 








plans and ideas of other distributors are all 
right for their individual needs, they just 
wouldn't apply in our business.” 

In the first place, the business of distribu- 
tors, regardless of whether they are serving 
the oil fields, textile industry, automotive 
plants or what not, is fundamentally the 
same. By the same token, ideas which have 
proved practical with one distributor are very 
likely to prove helpful to another, provided 
they are applied properly. 

The successful man in any field of en- 
deavor is one who can profit from the ex- 
periences of others. The correct application 
of the other fellow’s ideas to your own spe- 
cific needs is a true test of ability. The mo 
ment we find ourselves in a state of mind 
where we do not believe we can learn from 
the other fellow, we might just as well close 
up shop and retire. 


Practical Help for Salesmen 


HE Educational Committee of the 

American Supply and Machinery Man- 

ufacturers' Association has just an- 
nounced a plan which calls for the supply- 
ing of distributors’ salesmen with manufac- 
turers’ sales manuals. These manuals are to 
include a description of the product; data on 
how it is used, and information as to where 
it can be sold. 

Because Mitt Suppuizs is for anything 
that promises definite help to distributors’ 
salesmen, it naturally applauds this forward 
step. For years, we have been advocating 
the need for just such cooperative action on 
the part of manufacturers. 

In our Market Determination Plan, we 
point out the necessity for manufacturers to 
supply their distributors with facts as to 
where and how their products are sold. This 
is a fundamental responsibility of manufac- 
turers, yet many have failed to recognize it. 

Perhaps this new move of the American 
Association will aid in getting more manu 
facturers to provide their distributors with 
the right kind of sales ammunition. There’s 
no denying it’s a step in the right direction 
and Miri Suppuis is for it. 








“Do that,” I says, 
“and IT’ll do an 
Apache dance with 
the Statue of Lib- 


erty.” 
So the next night 
as when I came back to 
we the office it was just 


as I thought it would 
be. There was the 
. old man busy over 
his desk and not a 
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Salesman Sam Finds a Way wis. sie 
to Handle the 


PRICE BUYER 


By WALTER J. HOLMES 


Eastern Field Editor, Mitt Suppties 


‘6 OW’S the Statler account coming along?” the 

H boss wants to know one night when I stag- 

gered into the office weighed down with sam- 

ples I’d been carrying and customers’ excuses for not 
buying them. 

“Great,” I says, trying to put confidence in my voice. 
“T’m making some very valuable contacts out there.” 

“Huh!” snorts the boss, “I thought so. Why can’t we 
get anything from that outfit but emergency orders?” 

“T dunno,” I says, “but every time I call on them 
there are about 16 salesmen from out-of-town firms who 
have inducements to offer.” 

“Bunk!” growls the boss. “We are a local company, 
prepared to give better and more personal service than 
any outside firm. Old man Statler knows that too, and 
he knows me. We went to school together. I’ll go down 
there and show you how to get business.” 
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“But I just have to have some rope,” he 


about the Statler ac- 
count. Finally he 
couldn’t stand it no 
longer and he begins 
to cry on my shoul- 
der. 

“The trouble is, 
George,” he moaned, 
“we’re in the worst 
possible location for 
a mill supply house. 
Now here’s Buffalo 
on one side and 
Cleveland on the 
other. We're right 
in the cross fire. 
Those fellows in 
figure 
that any business 
they get outside 
their home towns is 
gravy and if there is 
any profit at all it is 
worth taking. With 
prices like they offer, 
Statler has got to 
buy from them.” 


“Yah,” I agreed, 
“that’s what he told 
me. And that’s why 
we only get hand- 
outs from them in 
the shape of emer- 
gency orders. I’d 
cut them off the list if I were you. Fifty cents worth 
of nuts rattle off the truck every time it drives down 
that private plant road with a box of cotter pins.” 

The boss was moaning that competition was so keen 
that he couldn’t let those burglars come in from out of 
town and grab the business. Maybe he could shave the 
prices so they would look better to the Statler outfit and 
still break even. Maybe there was a way to cut over- 
head. This might be done by eliminating cream and 
sardines from the diet of the office cat. For a minute 
it looked as though he would discuss with me the neces- 
sity of a cut in salary for salesmen, but I got him off 
the subject by insisting that we cross Statler from the 
books. 

Finally he says, “Okeh,” but to handle the matter 
diplomatically so we could stage a return bout with the 
“P. A.” should we at some later (Turn to page 70) 








warbles. 
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ECONOMY 
SUGGESTS 





T HE fact that such a large number 
of operating organizations in the 
"Close Buyer" class have for years 
used only these injectors, liquid level 
gages and lubricating devices, is sig- 
nificant of the fundamental econ- 
omy of Penberthy Products. 


These Penberthy Products are cast 
from new metal . . . not made from 
spun or stamped brass. The design 
and workmanship allow for the rough 
handling that is probable. 


This is another important reason 
why Penberthy Products create 
profitable repeat business and good 
will for the supply house that stocks 
them. Penberthy Products are sold 
only through the jobbing trade. 




















PENBERTHY INJECTOR COMPANY 
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LET'S GET THIS STRAIGHT, 
GENTLEMEN! 
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No. 11 


By F. W. KNOTT 


I have just talked to a man in- 
terested in transmission, who had 
finished contacting a number of 
different Mill Supply Houses 
for information. In one of them, 
he found a quite helpful and 
thorough knowledge of the sub- 
ject, but his informant closed 
with this amazing statement :— 
“Belting isn’t the thing any 
more, the modern idea is the di- 
rect drive.” 


Now I am a belt lacer man, and 
I can’t be blamed if that state- 
ment—which is far from correct 
—made me a little warm under 
the collar. Lest any one else 
have the same opinion, I append 
some figures. They are Govern- 


In 1914 
Belting Leather sales ..... $23,036,000 
Belting Rubber sales. ..... 7,989,000 
WOREE hic cons adecadeee $31,025,000 
In 1925 
Belting Leather .........$31,811,000 
Belting Rubber .......... 23,481,000 
Belting Textile .......... 3,112,000 
Total ..............+-$58,404,000 
In 1929 
Belting Leather ......... $35,632,000 
Belting Rubber ......... 26,391,000 
Belting Textile .......... 3,527,000 
Total ................$65,550,000 


These figures certainly show 
that the market for all kinds of 
belting is holding its own, the 
sales fluctuating with the ups 
and downs of business. Belting 
is obviously being sold—conse- 
quently, belt lacing must be sold 
by some one. It would seem to 
me that this item, handled so 
easily, and affording such a nice 
margin of profit, is one that 
should receive careful considera- 
tion by the dealer. 





F. W. KNOTT, President, 


DETROIT BELT LACER CO. 


3961 A St., 
Detroit, Michigan. 
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SERVICE RECORDS HAVE MADE IT 
THE BELT SUPREME IN ITS FIELD 





Not what is said about it, but how well 








it serves is the determining factor in 


(t, belt popularity. Actual accomplish- 
N \ vhs 
3 Sy y 
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ment in the way of economical every- 
day operation during a long life of 
usage is the basis on which the Ther- 
moid Silver Duck Belt builds a worth- 






i | 


_ why 


while volume of business for the 


dealer in mill supplies. 


The Thermoid Silver Duck Belt offers 
a real money-making opportunity to 
the trade . . 
portunity to the user. 


. a real money-saving op- 
High tensile 

strength makes it ideal where service is 
severe—on crushers, beaters, dynamos and in main drive 
transmission. Uniformity makes one Thermoid Silver Duck 
Belt just as reliable, just as efficient and just as economical as 
every other Thermoid Silver Duck Belt. 


4 
A 


/ 












Feature the Thermoid Silver Duck Belt . . . and the complete 


Thermoid line . . . for worthwhile profits and customer satis- 


7 
4 
4 THERMOID 
/ RUBBER CO. 
4 ‘Trenton, N. J. 
Please send me 


a copy of the 
Thermoid 


faction. 





Mail the coupon for the Thermoid Catalog today. 


— 





hermol 








BELTING {jae 
HOSE qnad PACKINGS ADDRESS 

THERMOID RUBBER COMPANY Pd 

Factories and Main Offices - + TRENTON,N. J. 7 MAM NAME... 
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Have You Heard ‘That-- 


Up-to-the-minute news from the field 


about INDUSTRIAL DISTRIBUTORS 


and their salesmen 








Changes Made in the McLeod 
Company Branches 
CCORDING to an announce- 
ment made by W. T. McLeod, 
president, McLeod Leather 
and Belting Company, Greensboro, 
North Carolina, D. R. Dickson, for- 
merly manager of this firm’s branch 
in Greenville, South Carolina, the 
Greenville Textile Supply Company, 
has been transferred to Atlanta, 
Georgia, to assume the managership 
of the Atlanta Textile Supply Com- 
pany, succeeding R. B. Dorman, who 
will give his entire time to the trade 
in that territory. 

C. M. McClure has been appointed 
manager of the Greenville Textile 
Supply Company, succeeding Mr. 
Dickson. Mr. McClure has been as- 
sociated with the McLeod organiza- 
tion for over 10 years and his record 
for loyalty, reliability and fairness 
insures his success in his new work. 


Axtell Company Opens Sales and 
Display Department 

The Axtell Company, Fort 
Worth, Texas, reports very satis- 
factory results from the new sales 
and display department which it 
opened recently. The main section 
of this department is devoted to 
hand tools, nickel plated plumbing 
ware, gas heaters and _ plumbing 
enamel ware. The equipment con- 
sists of two 12-foot steel show 
cases, manufactured by the General 
Fire Proofing Company, several 
display tables, a National Cash 
Register, a public telephone and 
many other items of convenience 
for serving customers. 

One feature of the new depart- 
ment is a “Bargain Section” in 
which there are such items as 
dropped patterns of enamel ware 
and gas heaters, surplus stocks of 
standard hand tools, and a number 





Part of the new sales and display department which the Axtell Company, Fort Worth, 
Texas, has recently opened. 





Six 20-Year Readers of Mill 
Supplies 
These salesmen of the Charles Bond 
Company, Philadelphia, are old-timers in 


the mill supply business. From left to 

right they are: B. N. Shaver, I. Cow- 

drick, Charles Oliver. H. R. McFern, H. 
L. Martin and W. S. Hance. 





of obsolete items, all of which have 
been attractively priced. All of the 


merchandise on display carries a 
price tag clearly marked with a 
short description of the product 


and its price. 

Another section of the sales and 
display department which is not 
shown in this photograph is de- 
voted to the company’s line of wind- 
mills and water well equipment as 
well as heavier pumping equipment 
and machinery of various types. 

Part of the success of the new 
venture is due to the physical sur- 
roundings. The room housing the 
section was completely redecorated 
in light attractive colors, ample and 
efficient lighting provided and every 
convenience arranged for serving 
customers quickly and easily. 

* * * 
William D. Allen Dies Suddenly 

William D. Allen, president and 
founder of the W. D. Allen Manu- 
facturing Company, Chicago, died 
very suddenly October 10 in the 
Union League club of Chicago. Mr. 
Allen was born in Hartford, Con- 
necticut, in 1855 and was graduated 
from Yale university in 1878. He 
came to Chicago in 1880 and became 
associated with E. B. Preston and 
Company. 

Mr. Allen was a member of the 
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Red End—Tungsten Steel 
Red Back Edge—High Speed Steel 








What Color Makes 
a Bull Mad? 


Yes, your first guess is right. Red is an easy 
color to remember. It’s easy to recognize. You 
don’t need to be a bull fighter to know that red 
means action. Well, that’s why we selected Red 
as our trade mark color for Simonds Hack Saw 
Blades. They’re tougher, stronger and better. 
You know them by their bull fighting color— 
Red. The Red End is the tungsten steel blade 
and the Red Back Edge, RED STREAK, is the 
full high speed steel blade that cuts ten times 
more than any carbon blade. 


Tell your customers and you sell them. 


Simonds Saw and Steel Co. 


“The Saw Makers’’ 
Established 1832. Fitchburg, Mass. 


SIMONDS 


HACK SAWS 
| The Blades Trade Marked in Red 
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After six years of service the show cases and shelving of the Hudson Supply Company, 
Wilmington, Delaware, are as neat and modern as the day they were installed. 


Committee of Fifteen, served as a 
Juvenile court adviser for many 
years, and was a member of the 
board of the Evanston Hospital as- 
sociation. Besides the Union League 
club, he was a member of the Uni- 
versity club of Evanston, the Skokie 
Country club and the First Congre- 
gational church of Evanston. He is 
survived by his widow, Mrs. Cora 
Barker Allen; a daughter, Mrs. 
Harry Vawter of Scarsdale, New 
York, and two grandchildren. 


* * * 


G. R. Armstrong Supplies in 
Permanent Quarters 

G. R. Armstrong Manufacturers’ 
Supplies, Incorporated, Boston, has 
just moved from its temporary loca- 
tion at 145 High Street to permanent 
quarters at 139 High Street on the 
corner of Hartford Street. The 
company now has about twice as 
much floor space as it had in its old 
location, with ideal shipping facili- 
ties, so it is in an even better posi- 
tion than before to give its customers 
service and cooperation. 


* * * 


Cayce Mill Supply To Be In 
New Location 

About December 1, the Cayce Mill 
Supply Company, Hopkinsville, Ken- 
tucky, will be in a new location at 
306-308 East Ninth Street, Hopkins- 
ville. The company will have about 
10,429 square feet of floor space in 
its new quarters. 


Hughes Supply Transfers 
Personnel 

Frank A. Hughes, who has cov- 
ered the territory adjacent to Mans- 
field for the Hughes Supply Com- 
pany, will now be in the office. L. M. 
Hughes, formerly in the office, will 
go out on industrial calls. 

Harry Bailet, salesman who has 
been living in Wooster, Ohio, is mov- 
ing to Mansfield. 





Representatives of the Bittenbender Company, Scranton, Pennsylvania. From left to 


right they are: E. P. Thomford, 


Farwell, Ozmun, Kirk, Sells 
Van Dorn Lines 
Farwell, Ozmun, Kirk and Com- 
pany, St. Paul, is now distributor for 
the Van Dorn-Black and Decker 
High Cycle line and for its heavy 
duty grinders and buffers. 
* * x 


Lewis Makes Personnel Changes 

President T. W. Lewis, of the 
Lewis Supply Company, Memphis, 
Tennessee, and Helena, Arkansas, 
announces important changes in the 
executive set-up of his company. W. 
M. Cone, secretary-treasurer of the 
firm, who has been responsible for 
the accounting department, is now 
manager of the branch house at 
Helena. W. E. Ross, formerly man- 
ager at Helena, is now in the Mem- 
phis office as assistant to Mr. Lewis. 

This firm has assumed the dis- 
tribution of Acme white lead and 
paint in Memphis territory. Another 
new line is the Chatfield roofing and 
shingles made by the Flintkote Com- 
pany. This line will be sold in both 
the Memphis and Helena area. 

x * * 


New Distributor for Dayton 
Safety Ladders 
The Opie Brush Company, Kansas 
City, Missouri, has recently been ap- 
pointed distributor for the Dayton 
Safety Ladder Company products. 


advertising manager; R. C. Bradbury and H. F. Metz- 
ger, purchasing department; C. S. Seamans, sales manager; W. A. Kemmerer, president 


and general manager; A. W. R. Weber, sales department; and C. J. Mitzel, treasurer. 
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HE REPORT of the Joint Merchandising Committee of the three Mill 


Supply Associations defined the responsibility of the DISTRIBUTOR 
to the manufacturer and industrial user. 


The report very clearly defined the responsibility of the MANUFAC- 
TURER in his relation with his distributors and the industrial users 


of his products. 





The Stanley Electric Tool Company believes their selected distributors 
will more efficiently and profitably distribute Portable Electric Tools if 
the distributors sales organization thoroughly knows the Stanley line. 


The Stanley Electric 
Tool Company has 
published for its 
distributors’ use an 
electric tool man- 
val which defines 
and illustrates all 





common electrical 
terms, and gives 
complete inform- 
ation on the use, 
repair and test- 
ing of Stanley Port- 
able Electric Tools. 


THE STANLEY ELECTRIC TOOL COMPANY 


NEW BRITAIN, CONN. 


Sales Offices and Service Stations: 


New York — Chicago — Philadelphia — Detroit — Boston — Buffalo — Cleveland — Cincinnati — Kansas City 
Richmond — Dallas — Los Angeles — Seattle — San Francisco — Oakland — Montreal 





SAFETY SAWS 


. \ 


STANLEY ELECTRIC TOOLS 


' SHEET METAL 
CUTTING TOOLS 


AERIAL GRINDERS 


Responsibility ~ Whose? 
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Their 


REPUTATION 


1s Your 


GUARANTEE 





ATKINS SILVER STEEL 


‘“‘Blue End’’ 
Hacksaw Blades 


Just as surely as Atkins sustains its reputation 
for high grade Silver Steel Saws and square 
dealing, you may be certain of volume sales 
and attractive profits when you concentrate on 
the “Blue End” Line and make Atkins’ pres- 
tige your focal selling point. 


Remember 
Atkins are the original manu- 
facturers of hacksaw blades 
that outeut and outlast many 
times over any blade on the 
market; making them cheaper 
in the long run. 


Atkins claims for superior service are not 
based on myth—but on actual performance on 
thousands of applications. Ask any Atkins 
Hack Saw Blade User if he is satisfied. Ask 
any Atkins distributor whether “Blue End” 
Hack Saw Blades meet fully his requirements 
from a sales standpoint. Their answers will 
convince you of the merits of this line. May 
we provide you with complete information? 
Write today. 


E. C. ATKINS and COMPANY 


Atlanta, Ga. 
Kiamath Falls, Ore. 


Lancaster, N. Y. 
Shurley Dietrick Atkins Co., Ltd. 





Indianapolis, Indiana 


BRANCHES 
Memphis, Tenn. 
Portiand, Ore. 
Paris, France 


Chicago, ti. New Orleans, La, 


Seattle, Wash. San Francisco 


FACTORIES IN 
Detroit, Mich. 

in Canada 
Factory—Galt, Ontario 





New York, N. Y. 


Bloomington, ind. 


Branch—Vancouver, B. C. 
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L. G. Isaacson 


Isaacson Optimistic About 
Conditions 

L.. G. Isaacson, head of the L. G. 
Isaacson Company, long established 
in the mill supply business in Aber- 
deen, Washington, is an optimist. If 
you were to call at his house looking 
for any “sob stuff” about conditions 
you would be disappointed. 

Writing to Mitt Suppvies on Oc- 
tober 10 he said: “Business is on the 
up grade. Our peak month during 
the war was 7 times larger in vol- 
ume (dollars) than last month, but 
this month will show improvement. 
We have trimmed our expenses to 
meet present conditions, but expect 
to add to our sales force beginning 
January, 1932.” 

Interstate Takes On Gardner- 

Denver Line 

The Interstate Machinery and Sup- 
ply Company, Omaha, Nebraska, is 
now handling the line of the Gard- 
ner-Denver company. This includes 
stationery and portable air compres- 
sor units, air tools, steam pumps, 
horizontal power pumps and steam 
engine governors. 





This is the home of a new company re- 
cently organized in Portland, Oregon—the 


Standard Supply Company. Harry Breit- 

barth, formerly of the Plumbing and Heat- 

ing Sales Company, is president; William 

S. Wheeler, who was with Woodbury- 

Wheeler Company is vice-president and 

sales manager; and George G. Root is sec- 
retary. 
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IN THOUSANDS 




















CLIPPER HOOKS, UNSURPASSED IN 
QUALITY, ARE 20% TO 30% LOWER 
IN PRICE THAN OTHER MAKES. 

The Lacers come in types for every requirement, 
lacing the smallest of belts up to the heavier 
and wider ones. The use of Clipper Hooks 
and Pins ensures a perfect, lasting joint. 








PROVE CLIPPER DOES 
RS A BETTER JOB! 


SVs 
SS UNDER the relentless drive of actual shop production Clipper No. 6 
Le : Speed Lacer is proving every day that it delivers! Measured by the yard- 
SS, stick of Results Clipper costs lessto begin with and less to maintain 
Zs. than any comparable make in the world. 


IT laces a 6-inch belt in 90 seconds. It applies the tremendous pres- 
re of 37,500 Ibs., assuring a perfect flush joint. One shopman operates 
“Wie easily. Weighing only 56% lbs. it is conveniently moved from 
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MICHIGAN 








“CLIPPER CLIPPED SECONDS S-T-R-E-T-C-H PRODUCTION MINUTES 
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FAIRBANKS 
RENEWABLE VALVES 


FAIRBANKS Renewable Bronze and Semi-Steel 
Globe, Gate and Check Valves will play a great 
part in effecting economies of industrial pipe line 
installations, but will serve an even greater part 
in the low cost of MAINTENANCE of such 


lines once they are in. 


The RENEWABLE RINGS AND DISCS can 
be easily inspected and RENEWED. 


Write Us for Further Particulars 
on Our Complete Line 





Fig. 01 Fig. 0201 





Fig. 0203 





Fig. 0101 


The FAIRBANKS Company 


Boston New York Pittsburgh 
Factory: Binghamton, N. Y. 





| Reap; George Ryland, and Doris Ritchey. 





At this warehouse of the Irving D. Booth 

Company, Elmira, New York, pipe and 

steel is unloaded through an elevated win- 
dow from railroad car at siding. 





Dilworth Selling New Specialties 

The J. E. Dilworth Company, 
Memphis, has added to its volume 
and employed additional men by tak- 
ing on electric refrigeration and a 
line of coal stokers. 

This firm is doing a good job on 
Kelvinator in three departments ; that 
is, domestic, commercial and water- 
cooling installations. It is interesting 
and encouraging to note that the com- 
pany’s regular men are able to sell 
industrials readily on this equipment. 


* * * 


Distributors See Signs of 
Business Recovery 

The Kane and Keyser Hardware 
Company, Belington, West Virginia, 
says business is slowly reaching the 
point where it is nearly equal to that 
of 1930. The Farquhar Machinery 
Company, Jacksonville, Florida, 
writes that business shows a slight 
improvement in September over the 
two previous months, and the Car- 
bine-Harang Machinery and Supply 
Company, New Orleans, reports that 
“business with us has been good for 
the last 60 days, showing an improve- 
ment over the last 10 months.” 








All we need here is Ted Lewis and his 
famous question: “Is everybody happy” for 
the answer is evident in these smiling faces. 
They represent Fox Brothers Hardware 
Company, Pine Bluff, Arkansas. Left to 


right: Talbot Benton, sales manager; Callye 
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COMPLETE DRIVES— PULLEYS AND BELTS— 
IN STOCK. ALL RATIOS, 2 H. P. TO 100 H. P. 


WE MADE COG-BELTS 
OUT OF V-BELTS ... asa resutr 


DAYTON COG-BELT DRIVES GIVE YOUR MACHINERY 


FAR GREATER POTENTIAL EARNING POWER 
— re e 

Daywon Cog-Belt construction is one of the most 
important improvements ever made in belt trans- 
mission. And it is exclusive with Dayton belts. Cog 
construction gives Dayton belts the priceless ability 
to bend easily around small-diameter pulleys at 
high speed, without heating and without distor- 
tion. This means longer life, lower maintenance 
cost and greater efficiency in every branch of belt 
power transmission. 

And other elements of Daytoo Cog-Belt con- 
struction are on a par with this great feature. For 
instance, the belt is die-cut—in fact, it is the only 
die-cut V-belt made. This patented feature gives 
exact seating action in the pulley grooves. The belt 
grips firmly—lets go freely—without sticking and 
without slipping. Furthermore, Daytoos are per- 
manently pre-stretched by a revolutionary, patented 
Dayton process. 










Figure for yourself what these great features 
accomplish—what they will mean io greater profits 


G CONSTRUCTION 

DENTIFIES from your own operation! But get the whole story 
Send for a Dayton Cog-Bele Catalog. Refer your 
transmission problems to our engineers. Their 
experience is at your service. 











DAYTON V-BELT 


THE DAYTON RUBBER MANUFACTURING CO. 
DAYTON, OHIO 


FACTORY OISTRIBUTORS Im PRINCIPAL CITIES AND ALL WESTING 
HOUSE FLECTRIC & MANUFACTURING COMPANY SALES OFFICES 



























CHECK THESE 10 ADVANTAGES 
OF DAYTON COG-SELT DRIVES 
1. Mioimem space required. 2. Positive 
speed. 3. Smooth starting and running. 4. 
Vibration eliminated. 5. Easy oo bearings. 
6 Quiet running. 7. No lubrication 
required. @ Less adjustment. 9. Lower 
maioteasoce cost. 10, Longer life. 


Dayton 
COG-BELT DRIVES 









DAYTON COG-BELT ADVERTISING 
OPENS CLOSED DOORS 


Full page advertisements similar to the one reproduced 
above are building up good will and creating a welcome 
for Dayton distributors’ salesmen. The leading industrial 
magazines of America are being used regularly each 
month with full page advertisements to reach key men 
in thousands of industrial plants. You can capitalize 
on this advertising. Let us tell you the whole story. 


y modern plants 


.-- DAYTON COG-BELT DRIVES 
WILL TURN YOUR SALES CURVE 
--- UPWARD! 


There’s one outstanding reason why Dayton Cog-Belt 
Drives are exceptionally valuable today as key products 
for mill supply distributors. They are most in demand for 
the modernization of power transmission. 


Dayton Cog-Belts are instantly identified by their cog 
construction—a patented feature, exclusive with Daytons. 
They have the ability to bend easily around small-diameter 
pulleys without heating or distortion. Cog-Belts grip 
firmly and let go instantly without sticking or slipping. 
Yourselling jobis much easier—when you handle Daytons. 


Exceptional Dayton Service Helps Also 


Fourteen conveniently located District Sales Offices of 
The Dayton Rubber Manufacturing Co. provide prompt 
service to Dayton distributors everywhere. These offices 
make speedy deliveries possible and afford personal 
factory cooperation with salesmen. 


Remember that Dayton Cog-Belts can be used for 
replacement on all standard groove pulleys. Thus, you 
can stock enough Dayton Cog-Belts to serve a// standard 
drives up to 100 h.p. at very nominal cost. 


Get full information about Dayton Cog-Belt Drives 
and the valuable Dayton franchise. Send for a Cog-Belt 
catalog and for a sample section of the belt... today. 


THE DAYTON RUBBER MANUFACTURING CO. 
DAYTON, OHIO 


FACTORY DISTRIBUTORS IN PRINCIPAL CITIES AND ALL WESTING- 
HOUSE ELECTRIC & MANUFACTURING COMPANY SALES OFFICES 





Dayton 


COG-BELT DRIVES 
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and It’s 


Easy to Sell the Product « « HERE ARE FACTS 
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WHEN YOU SELECT 


. analyze Cost, Flexibility, Upkeep, 
Overload, Economy... 


|’ YOU DO, you will select the Group Drive for a majority of 

your transmission requirements ... There are good rea- 
sons why industrial engineers conspicuous for efficient plant 
operation are emphasizing the advantages of this method 
of machine drive — are now specifying it in modernization 
of existing plants and for new additions. Cheaper to install 
— cheaper to maintain — cheaper to operate. They turn 
red dollars into black. 


American Pressed Steel Shafting Pulleys, scientifically correct 
for the particular duties they are to perform in the carefully 
studied transmission systems of today, possess characteristics 
that are vital. They are designed with great strength yet are 
pounds lighter in weight, imposing less dead load on shaft- 
ing. Their A-braced arms cut the air instead of fanning it. 
They possess a higher coefficient of friction at high speeds. 
More dependable, they withstand greater stresses and elimi- 
nate costly interruptions in production schedules. 


Write for your copy of a recent paper prepared by an 
authority on transmission problems, entitled “Shall It Be 
Group or Individual Drive?” Sent on request. Or ask any 
dealer about American Transmission Products. 


THE AMERICAN PULLEY COMPANY 


4200 WISSAHICKON AVENUE PHILADELPHIA, PA. 


AMERICAN 


ANGERS PULLEYS 

















Three live ones at the Macpherson Pump 


Company, San Francisco. Left to right: 
J. B. Mullen, clerk; an outsider whose 
identity is kept a secret; G. W. Ritchie, 
salesman. It is too bad that J. H. Mac- 
pherson himself is not in the picture, but 
he was down at the courthouse, either 
getting on or off the grand jury. 





Have You Filled in Your 
Questionnaire? 

The questionnaire sent distributors 
recently by Mitt Suppties is for the 
purpose of securing information for 
Mitt Suppvies’ Verified List of Dis- 
tributors, which is issued annually. 
This data as to correct firm name, 
names of officials, lines handled, ter- 
ritory covered, number of salesmen, 
amount of space occupied and so on, 
is required in order to keep this 
book up-to-date and accurate. 

In order to make sure that this 
information regarding your com- 
pany is correctly recorded please fill 
in your questionnaire and return it 


to Mitt SuPPLIES now. 
* * x 
Ross-W illoughby Adds Pump 
Department 
The Ross-Willoughby Company, 
Columbus, Ohio, has recently in- 


stalled a pump department with a 
competent hydraulic engineer, D. F. 
Johnstone, in charge. The company 
has arranged for the exclusive dis- 
tribution of Goulds pumps and Po- 
mona turbines in about half the state 


of Ohio. 
* * x 


New Line and New Man for Sligo 
S. D. Conant, secretary 
manager of the Sligo Iron Store 
Company, St. Louis, announces that 
E. G. LeLaurin has come to the com- 
pany as road salesman. He wil 
operate in the southern territory with 
headquarters at Dallas, Texas. 

This firm is now distributor for 
the Morse line of drills. The sales 
force is divided into two parts, one 
calling on industrials and the other 
concentrating on the shop trade. 


and sales 
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that save money 


RAFTSMEN work faster with 
C Square “Gee” Unions on 
the job. Chamfered for a flying 
start, the precision threads speed 
the way to a tight, lasting joint. 














Grabler’s extra care in manu- 


facture and triple inspection of The SQUARE “GEE” Line 


every union keeps misfits and STANDARD AND EXTRA HEAVY MALLEABLE FITTINGS 


F . . . » STANDARD AND GROUND JOINT UNIONS ... RAIL 
defectives from slowing up work. 


FITTINGS . . . STANDARD CAST IRON STEAM FITTINGS 
Dependable uniformity in every STANDARD AND PATENTED CAST IRON DRAINAGE 
detail assures a better job... ‘FITTINGS... STANDARD AND EXTRA HEAVY BRASS 
FITTINGS ... BRASS UNIONS... STEEL AND BRASS 


done faster. Your customer's wippies ... HANGERS ... FLOOR AND CEILING PLATES 


THE GRABLER MANUFACTURING COMPANY 


6565 Broadway -: Cleveland, Ohio 
when you supply Square “Gees”. Warehouses: New York + Chicago - Los Angeles - San Francisco 


craftsmen save moves... your 
customers save money... 


YOUR FITTING PROBLEM IS SOLVED WHEN YOU SAY SQUARE “GEES” 


SQUARE “GEE” 
Pipe Fittings 


ORAINAGE, BRASS 








MALLEAGLE, CAST IRON 
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“BOSS” HOSE COUPLINGS 


CADMIUM PLATED—RUST PROOF 





Well, our old friend Bill is'in trouble again. He received a length of hose 
without couplings attached and in order to put through the job he’s cutting 
out the tube of his one-inch hose so he can put in one-inch iron pipe nipples, 
and incidentally ruin the hose for all time. 


A one-inch iron pipe nipple measures 1.31 inches on the outside and nat- 
urally cannot be put into a one-inch hose unless you do just what Bill is doing. 
Think how easy a job it would be for Bill if he had a “BOSS” Coupling, which 
has a smooth shank that measures 1.06 inches outside, one that can be quickly 
inserted, and then, too, the “BOSS” prolongs the life of the hose. 


It is good business to ship every order for hose with “BOSS” Couplings 
attached as you are then giving your customer a complete unit and satis- 
faction at the same time. 


Sold for Resale Only 





DIXON VALVE & COUPLING CO. 


169 W. Columbia Ave. 
PHILADELPHIA 


























All 
“INDUSTRY 


Lscuupinc welded and 
the Wall 













for 


brazed steel products, 


line for industrial use 


plete. Priced excep- 


is un- 


usually com 
tionally low considering quality 


and ability to render “Service 


with Safety” under severest 
operating conditions. Write. 
Pp. WALL MFG. SUPPLY CO. 
3126 Preble Ave.,N-S-» 
Piutsbergh. Pa- 


e 
DREADN AUGHT 
* on "Service With Safetg”——— 
BLOW TORCHES & FURNACES 
Carriers - Tallow Pots - Oilers 


emnce 1864 




















The Service Supply Corporation, Philadel- 
hia, makes inventory day safe and sane 
y the use of inventory cards in each bin. 

These are placed in the boxes by the men 

in their spare time and count is taken of 

items not called for daily. If stock is with- 
drawn or added this is subtracted or added 
to the total on the card. On inventory 
day, thousands of items are checked off 
quickly by simply reading card totals. 





Southwestern Machinery Now 
McConkey-Docker 

The Southwestern Machinery and 
Supply Company, Phoenix, Arizona, 
will in the future be known as Mc- 
Conkey-Docker and Company, In- 
corporated. There will be no change 
of management, policy, or location. 
‘The new name has been adopted in 
order to avoid confusion with a com- 
‘pany of similar name, and in order 
to indicate that Ted H. Docker, who 
has been salesman for the Johns- 
Manville Sales Corporation for the 
past 16 years, has discontinued his 
connection with that company and 
will now give his entire time to the 
McConkey-Docker organization. 

+ eo ' 


Carbine-Harang Increases Space 
and Lines 

The Carbine-Harang Machinery 
and Supply Company, New Orleans, 
Louisiana, has rented the building ad- 
joining its present quarters, thus in- 
creasing its floor space 80 percent. 

New lines this company is handling 
are Keasby-Mattison asbestos goods, 
and Cling Surface belt dressing. 

x * * 
Irvine Manager Syracuse Office 
of R. C. Neal 


Arthur F. Irvine, formerly a sales- 
man in the Rochester office of the 
R. C. Neal Company, Buffalo, has 
been made manager of the company’s 
Syracuse office. 

The Syracuse office of the Na- 
tional Twist Drill and Tool Com- 
pany has recently been consolidated 
with the R. C. Neal headquarters in 
Syracuse. 
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The 
Responsibility 


1s 


theirs! 


You probably haven’t met these men but they 
play a mighty important part in maintaining 
your business and ours. 


It is the responsibility of these skilled inspec- 
tors to see that no Brown & Sharpe Tool is 
allowed to go out unless it meets the stand- 
ards which have made these tools famous for 
fine workmanship and reliable accuracy for 
over 80 years. 


When you offer your trade Brown & Sharpe 
Tools, you can be sure that every one of the 
tools has passed tests far more rigid than any 
use it will receive in the shop. 


This reputation for reliable performance 
which has created confidence in Brown & 
Sharpe Tools builds an equally important 
confidence in you as the Brown & Sharpe 
Dealer. Brown & Sharpe Mfg. Co., Provi- 
dence, R. I. 


Brown & Sharpe Tools 


*WORLD’S STANDARD OF ACCURACY” 
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WHY ? 


Easier Sales’ 


with J a 


A 


THE NEW BADGER | 
Car Mover he ; 
and 


THE ADVANCE | 
Safety Car Wrench 


? | 


x aarti? wales = 


“e 


Because the operating ad- 
vantages of these two mod- ’ 
ern products are so quickly 
evident to the discriminat- 
ing buyer that sales resist- 
ance is lowered before ac- 
tual — effort begins. 









Look around you for 
railroad sidings. 
Every one of them 
marks a potential 
customer for 


















these two great § 
tools. Investi- F 
gate your op- 
portunities with 
The New 
Badger and The 
Advance. Write & 
to us today. 











Advance Car 
Mover Co. 


APPLETON, 
WISCONSIN 


INDUST, 
ot oy Fe, 









Canadian Factory 


Canadian Advance 
Car Mover Co. 
Welland, 
Ontario, 
Canada 





Mill Supplies Honored by Asso- 


ciated Business Papers 


Mitt Suppvies Magazine has just 
been awarded honorable mention by 
The Associated Business Papers, In- 
corporated, for the magazine per- 
forming the most outstanding edi- 
torial service to its field during 1930. 
Editorial award contests are held 
annually by this organization of 
leading business publications. 

Presentations were made at the 
A. B. P. Fall Conference which was 
held at The Blackstone Hotel, Chi- 
cago, October 21. This one-day ses- 
sion of the A. B. P. was followed 
by a two-day session of the A. B. C. 
at the Stevens Hotel. 

Warren C. Platt, 
leum News,” 
the 
James 


“National Petro- 
Cleveland, is president 
Associated Business Papers ; 
H. McGraw, Jr., McGraw- 
Hill Publishing Company, New York, 
is vice-president, and Edward Ahrens, 


of 


Ahrens Publishing Company, New 
York, is treasurer. 
In connection with the A. B. P. 


meeting the annual convention of the 
National Conference of Business Pa- 
per Editors was held. Because of 
the recent resignation of Stanley 
Dennis, president of the conference, 
due to his retirement as editorial di- 
rector of the Gage Publishing Com- 
pany, New York, the meeting was 
presided over by Earl Shaner, editor 
of “Steel,” Cleveland, and vice-presi- 
dent of the conference. 


At the A. B. C.’s convention there 
was a general meeting Thursday 


morning, October 22, at which 


Thomas Beck, vice-president of the 
Crowell Publishing Company, New 
York, and S$. E. Thomason, pub- 


lisher of The Daily Illustrated Times, 


( ‘hicage », Spe Ike. 


* aK * 


Who’s Who 
(Continued from page 24) 
distributors in San Francisco, and his 
training there has been thorough. 
He has never been a salesman, in 
the ordinary sense of the word, hav- 


ing a territory to cover, though it is 
said of him that he is an uncom- 


monly good salesman, and there are 
many of the customers who insist on 
buying through him. But he has not 
had the daily, weekly, yearly round 
of outside sales work that would ac- 
count for his wide acquaintance. 
Still seeking for the secret of the 
extent of this friendship, here are a 

















“THE GOOD MECHANIC’S CHOICE 
SINCE 1897. 





EW 


- Ohio Electric 
H ammer! 


Here’s the latest and finest in 
electric hammers—and bearing the 
famous old U. S. mark, your cus- 
tomers’ guarantee of genuine effi- 
ciency, economy and durability—- 
your assurance of profitable sell- 


ng. 

POWERFUL—strikes 4000 blows 
per minute up to one inch with 
the ease and efficiency of hammers 
several times the price. DURABLE 
—driven by any light type half- 
inch electric drill through a rugged 
flexible shaft, relieving the motor 
of the usual destructive jarring. 
Hammer member made of finest 
Swedish steel. Highest grade ball 
and roller bearings throughout. 


LIGHT WEIGHT — only nine 


pounds, by far the lightest made, 


*89 


Sold Only Thru Distributors. 


and easiest to handle. 
With U. S. half-inch 

special drill, $137. 

Without drill, only. . 





The UNITED STATES 
ELECTRICAL TOOL CO. 
Dept. H., 2498 W. 6th St., 
é Cincinnati, O. 
Export Sales Representatives 
WESTINGHOUSE ELECTRIC INTERNATIONAL CO. 
150 Broadway, New York City 
Canadian Division 


MAPLE LEAF ELECTRIC TOOLS, LTD., Toronto 
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MOTOR PIVOTS HERE 





GREATER ADAPTABILITY 
LIGHTER WEIGHT— LOWER COST 


To MEET the increasing demand for Rockwoop 
Short-Center Drives for use with all types of 
motors, these modern drives are now equipped 
with Adjustable Arms. 

First available in standard units primarily for 
60 cycle polyphase induction motors, Rock woop 
Drive bases now have a full range of adaptability 
to all types, including direct current, single phase 
and currents of various frequencies. The new arms 
permit quick adjustment for utilizing a proper 
portion of the motor’s weight in each application 
giving positive power transmission with minimum 
belt tension and minimum bearing pressure. 

Substantial economies in weight and construc- 
tion of these new Adjustable Arms have permitted 
an immediate reduction from former prices of 
Rockwoop Drives... Standard drives for motors 
from 1 to 100 H. P., ready for immediate delivery. 
Larger sizes, and special mountings for machinery 
builders, made promptly to order. 
THE ROCKWOOD MFG. CO. Indianapolis, Indiana 


THE OHIO VALLEY PULLEY WORKS, Inc., Maysville, Ky. ' _ 
Divistons of General Fibre Products. tac. WRITE TODAY for New Descriptive Folder G-32 


@KWOOD 
hr = D a lV t 
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Why 
DIAMOND 





Garden Hose? 





HE unusual Quality of Diamond Garden 
Hose, in all grades, makes it worthy of 
the Distributor’s efforts. 


The Variety of the line places its Distribu- 
tor in position to solicit every class of trade, 
from golf clubs, greenhouses, parks, and 
large estates, down to the dealer who sells 
on price. 

The New Feature of the Rain-Spray 
Sprinkler, made only in our factory, built 
into the hose like a tire valve, and sold at a 
moderate price, is of great value as a sales 
feature to interest dealers and new customers. 


The Packaging of Diamond Garden Hose 
reduces the Distributor’s expense in handling 
it and adds to its attractiveness when dis- 
played in the dealer’s store. 


The Dealer’s Profit Margin makes the 
proposition particularly attractive to him— 
hence easier for the Distributor to sell. 


The Diamond Mail Sales Dealer Cam- 
paign, offered to Distributors without cost, 
effectively solicits the dealer by mail, and 
makes it easy for the Distributor’s salesmen 
to close the sale. 


The Dealer Advertising Helps (illumi- 
nated sign, display cards, leaflets, and blot- 
ters, all furnished free of charge) keep the 
hose moving from his store to the consumer 
—no dead stock anywhere along the line. 

Write us for Complete Proposition. 


THE DIAMOND RUBBER CO., INC. 
AKRON, OHIO 


Branches at Akron ° Atlanta Kansas City *- New 
York + Philadelphia - Boston ~* Dallas * Chicago 
Los Angeles . Seattle San Francisco 














COUPLINGS 


Specially designed chromium-plated couplings for 
Defiance Hose. These couplings will never rust, and the 
metal is so hard that it takes a lot of abuse to injure 
them in any way. 


Our regular couplings are longer and heavier than the 
standard type generally used by the trade. The slight 
outward flare at the end prevents the ferrule from cutting 
into the hose, and the three circular crimp grooves greatly 
increase resistance to pulling off or loosening. 











THE RAIN-SPRAY SPRINKLER 


Simple and effective. Built into the hose wall like a tire 
valve, at intervals of 8 to 10 feet. A separate metal 
support fits over the sprayhead, and holds it upright while 
sprinkling. Each length of hose so equipped is in reality 
a portable spraying system, easily shifted about so that it 
does a more thorough job than the most expensive under- 
ground system. 


THE PACKAGE 


Neat, compact, with bril- 
liant labels and self-sell- 
ing tags. Very modern, 
very attractive, very con- 
venient to handle, and 


with lots of display value. 
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DEFIANCE 


Unique in its quality and appearance. Red or green cover in 
new modernistic design. Special chromium-plated couplings. 
Better than a Garden Hose, 
this is really a fine upstanding 
water hose specially designed 
for outdoor use. 





The best and most popular construction we have ever put upon the 
market. A lawn hose of the highest quality, and moderate weight. 
We recommend it as the best hose made for home lawns and gardens, 


and best for the jobber and dealer to sell. 





CLIPPER 


Exactly the same high quality as Star, but made with thinner hose 
wall. Especially for those customers, particularly women, who want 


a hose that is light and easy to handle. 


scree 








ANTELOPE 


An unusual feature—a wrapped 
fabric hose made in long lengths, 
with a life and snap rarely found 
in a wrapped fabric hose. Particularly attractive in price. 


SPECIFICATION 150 


A serviceable competition hose, furnished without brands, and with- 
out wrapping the separate lengths in paper. Wonderfully good for 
the price, and the price is very low indeed. 





in GARDEN 














Potential 
Profits 


HOSE 


N the search fox a greater volume of sales 

and additional profits, Garden Hose 

deserves the serious consideration of the Mill 
Supply Distributor. 


Here is an item that is in daily demand in 
all parts of the country. Even during the 
winter months it is constantly used in many 
different ways. 


It is estimated that the amount of Garden 
Hose sold every year in the United States 
equals one foot of hose for every man, 
woman, and child in the country —approxi- 
mately 100,000,000 feet. 


The Mill Supply Distributor who does not 
share in this business is not realizing the full 
potential profits in his territory. 


And when we say “profits,” we mean 
PROFITS, for while there is a class of dealers 
who buy the cheapest possible hose, and sell 
it on the smallest possible margin, the great 
bulk of Diamond Garden Hose sales is 
made on a basis that allows the Distributor 
better than the average profit on his sales of 
other items. . ese 


Diamond Garden Hose offers the Distributor 
a real opportunity. During the 1929-30 sea- 
son, although total Garden Hose sales de- 
creased somewhat, Diamond sales increased 
46.6%. During the 1930-31 season, in spite of 
the sizable decrease in all business, Diamond 
sales were maintained almost at the level of 
the preceding season. Proof that Diamond 
Garden Hose is a good line to handle. 
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Rawhide 
Fabroil 
Bakelite 


“Chicago 
Rawhide” 





Pinions Cast lron 
and Steel 
Gears Brass 


A Complete Line With Real Sales Merit 


a HERE is a good market in every ter- 
ritory for Chicago Rawhide Pinions 
and Gears; especially in conjunction with 
direct geared machinery operating at high 
speed, as Rawhide aside from being 
noiseless has a degree of 
elasticity that enables it to 
absorb shock and thus re- 
lieve the machine of pos- 


brass and running under favorable condi- 
tions at high speed, will outwear either 
of these metals or steel. They are guar- 
anteed to be of the best material, correct 
in construction and of accurate workman- 
ship. We also make non- 
metallic p'nions of Fabroil 
and Bakelite and cut 





Distributors 


Investigate our line of 
Leather Belting, Leather 


. . Page > . 
sible damage due to vi- aero ay pal bee 1p tions — spur, bevel and 
bration. Chicago Raw- Packing, Gears and Pin- spiral. Non-metallic pin- 


ions, Leather Specialties 


hide pinions wi ansmi 
P’ will transmit and “Perfect’”’ Oil Seals. 


ions operating with metal 
as much power as iron or 


gears, take all the wear. 


THE CHICAGO RAWHIDE MFG. CO. 
1301 ELSTON AVE. CHICAGO, ILL. 


MEET CUSTOMERS’ DEMANDS 


229X Machinists’ 


Swivel Base Vise 
























Points 
of Preference 


- Renewable Steel Jaws. 

. Swivel Base, 360 degrees 
gripping power. 

. Outside Saddle permits easy 
removal of screw for oiling. 


4. Solid underportion 
added strength. 


Set screw in handle. 
Castings of t'uarkco Metal. 
. Full sized screw and nut. 


Because, for eighty years, the design and 
construction of PARKER VISES have been 
based on a thorough understanding of 
the needs of the user, they meet every 
requirement of good mechanics. 


~ 


gives 


es 


Sell a PARKER and you've sold a vise 
that will stay sold. Ask your sales manager 
about PARKER’S “Seven Points of Pref- 


erence.” 


PARKER VISES 


? é3 
The Charles Parker Co., Master Vise Makers, Meriden, Conn. ‘% 2%” 
Makers of the Famous Parker Gun N. Y. Salesroom, 101 Park Ave., N. Y. C. 


~ 


ee 








metal gears of all descrip- | 





few clews that may throw some light 
upon it. Since he started in as bill 
clerk, he has always been a “hound 
for work” taking the utmost pains 
to do everything about the business 
that he could lay his hands upon, and 
do as much in the way of service 
for the most customers, as could be 
crammed into a working day that 
knew no limits. For the first 10 
years, though hired for the office, 
he worked almost night and day, and 
when his bookkeeping duties were 
completed for the day he knocked 
down crates, filled orders and did 
anything he could lay his hands on 
to do. 

He did all the billing, delivered 
many of the bills personally to save 
the company postage, posted the ac- 
counts, and did the collecting. He 
would often walk six blocks or more 
to deliver a bill to save two cents. 
Finally the company did get a horse 
and buggy for him in the days be- 
fore the automobile became common. 

While this sounds as if he were 
just a plugger and doing a whole lot 
more than he would ever get any 
thanks for, undoubtedly many of the 
friendships that he possesses now 
were begun in those days when he 
was half a dozen Man Fridays rolled 
into one. Furthermore he was ac- 
cumulating knowledge of all kinds, 
until people now call him the walk- 
ing encyclopedia, and are continually 
coming to him or calling him up for 
information on knotty problems that 
would take a long time to solve. He 
is always ready to help, too. 

Another clew—give it what credit 
it deserves—from 1903 to 1912 he 








P. G. Gruber, Pittsburgh Supply Company, 

is standing beside a handy little truck used 

for unloading pipe from auto trucks to 

stock room. Three loads on the little 

truck—as packed by Gruber—will fill a 
large auto truck. 
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CAST IRON 


Screwed Drainage 
Flanged Sprinkler 


MALLEABLE 
Standard Extra Heavy 
Hydraulic Oil Country 

Railroad 300 |b. Fire Line 


ELECTRIC 
CAST STEEL 
Screwed Flanged 

STOCKHAM 

RETURN BEND 
for Cracking Stills 





through distributors only, Stockham Fittings enable 
to build and maintain a profitable fitting business. 
rite for details on the advantages to distributors of satis- 
fying every need for fittings in pipe lines for steam, water, 
gas, oil or air with the Stockham line. 


STOCKHAM PIPE & FITTINGS CO., Birmiingham, Ala. 


Stocks in 


BOSTON, NEW YORK, CHICAGO, HOUSTON, LOS ANGELES 


wu’ for straight lines and strength — 


CKHAM FITTINGS 


| 


— 
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LOUISVILLE, 


From 


Reputation 


You know Clark electrically 
driven tools will do the most 
exacting jobs in a manner 
most satisfactory to the most 
particular users. When you 
sell the Clark line you are 
fortified with confidence 
that your customers will be 
pleased — that the only 
“kick-backs” will be repeat 
orders, which, after all, 
mark the real merit of a line. 








first in the field E 
Electric 


Tools 





“CLARK” Electric Grinders, 
Portable and Stationary 


They constitute one of the 
many fast selling, profitable divi- 
sions of the superior Clark line. 


You can sell Clark electric tools 
today. They have that quality. 
We support distributors because 
we believe in them. Let us tell 
you more about our line and 


JAS. CLARK, JR. 
ELECTRIC COMPANY 


605 Bergman St. 
KY. 















managed amateur baseball teams. 
He had a brother, since passed away, 
who was a big league player. Bill 
Heitmuller played for Connie Mack 


and the Philadelphia Americans 
years ago, and perhaps quite a few 
will recall him. So _ naturally 


“Heine” was interested in baseball 
and no mean player himself. Man- 
aging these amateur teams, over 
which there was the keenest rivalry 
and local enthusiasm, no doubt gave 
him a great deal of publicity and 
some of his friends were made in 
that way. At any rate he has a 
whole box full of pictures, newspa- 
per write-ups, medals and whatnot 
that go to show that he was very 
niuch in the public eye at that time. 

And on this subject of athletics, it 
may be added that “Willie Ritchie”, 
one time world champion in the light 
weight division, was for a time Heit- 
muller’s office boy and received busi- 
ness training under him for two 
years. His real name was Geb- 
hardt Steffen. He still drops in on 
“Heine” frequently and regards him 
as a sort of adviser as in the old 
days. 

These facts about “Heine’s” life 
are meagre details for he will not 
open up much about himself. But 
according to his acquaintances they 
ought to be interesting reading any- 
way for after meeting him, we went 
down machinery lane again and 
asked a couple of the wildest, 
straightest-talking men from Borneo 
in the neighborhood if we would 
make any mistake in publishing a 
story in Mitt Suppties about Heine 
Heitmuller. “Hell no,” they said, 
“We'll all read every word of it. 
Everybody in San Francisco knows 
that fellow Heitmuller and_ likes 
him.” 





The Merchandising Committee Is 
Making Headway 
(Continued from page 33) 


distributors of industrial supplies, 
thereby making possible a more effi- 
cient and economical flow of supplies 
from producer to user. 

As rapidly as possible, the cen- 
tralized office is telling its story to 
the field so that sufficient backing can 
be secured to insure the ultimate suc- 
cess of the program. 

Definite progress is being made. 
Already, two issues of the official 
bulletin, the “Coordinator,” have 
been mailed to distributors and man- 


RIFeID 


THIN BLUE 
CUTTER BLADE 


now made with 


SOLID HUB 











Another Important 


RIZAID 


Pipe Tool Improvement! 


The RIZGID Cutter Blade — 
same thin blue tool-steel blade 
but with steel bearing and hub 
cast solid. Eliminates bother of 
the assembled hub. 


At your Supply House. 





RifaiD 
type cutter. Same easy 
cute—lower cost per 
eut. Cutter housing 
reinforced steel— 
guaranteed unbreak- 
able. 


Fits any 





THE RIDGE TOOL COMPANY 


Elyria, Ohie 


RIiFIb 


PIPE TOOLS 
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THIS YEAR has seen such improvement in the Allen screw that our 
Jobbers are justified in offering it asa NEW screw. Perfecting of the 
product has always been as persistent as metallurgical and mechanical 
developments allowed; yet the past year has brought forth new 
formulae and methods which make Allen qualities still more 
pronounced in competitive selling and comparative demonstration. 





} 
| 


THE ALLEN MEG. COMPANY | 


__ HARTFORD, CONN. U.S.A. ae 
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The Wolves of Lenox 
In a fearsome chorus of barks and 
savagely snapping jaws they broke 
from the highland forests of old Scot- 
land and rushed with the speed of the 
wind down thru the pastured flocks. 
Nothing stood before their super- 
—-* speed and clean cutting teeth 
—when the Wolves of Lenox were on 
the job! 
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Popularity That 
Assures Greater 


HACK SAW Profits! 


Popularity that has spread to 
every corner of the land—a de- 
mand for “The Tools in the 
Plaid Box”—from shops and 
men to whom hack saw blades 
of super-strong, quick cutting aN 
and long lasting qualities are ® 
essential. 
Stock up on Wolves of Lenox. 
Watch your profits shoot up too. 

Our special sales plan will help 
you get these blades started in 
your territory. Write for par- 
ticulars today. ‘ 
“The Tools in the Plaid Box” © 


American Saw & Mig. Co. 


Springfield t= 
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| 
FAST 
seller! 


This new machine saves 
time and labor on all odd 
sawing jobs and small 
work, Every woodworking 
plant needs the 


FOLEY gy 


Makes all cuts . . . Cuts up to 2-inch 
stock of hardest lumber. Fast, smooth-cutting. Patented Counter Balancer reduces vibra- 
tion. Saw draws away on up-stroke, preventing back 
drag. 10-inch tilting table, rigid one-piece frame. 
Portable—can be clamped to any bench. 





tia was 
Saw work! 


rip or cross-cut, straight, angular, circular or scroll. 


It Eats 


Only $35 with ™% h.p. motor and 4 blades (3 for 
wood, 1 for metal). Special adjustable guide and 
quadrant shown above, $5 extra. 


New, better items like this enjoy a good response. 


The Foley is already a fast seller! Get full infor- 
mation and distributor's discounts. Write today. 


Foley Mfg.Co.,46 Main St.,N.E. Minneapolis, Minn. 











Sawing Compound Angle 





ufacturers explaining the plan and 
urging support. Already facts show- 
ing why industrial users should buy 
from the distributor have been car- 
ried to 20,000 industrial users and 
6,000 manufacturers and distributors 
in the “Review of Modern Industrial 
Products,” published by Mitt Sup- 
plies. In this satne review, there 
appeared an article pointing out why 
distributors can serve users best. 
Regular monthly articles carrying 
news of the progress being made ap- 
pear in MILL SuPPLIEs. 

Other magazines, including “Class 
and Industrial Marketing,” “Mill and 
Factory Illustrated,” “Petroleum En- 
gineer” and “West Coast Lumber- 
man,” have also carried information 
concerning the campaign to their 
readers. 

The Stanley Electric Tool Com- 
pany has published one full-page ad- 
vertisement built around the work of 
the Committee and others are plan- 
ning similar cooperation. 

More and more concerns are using 


cuts of the Committee’s slogan, “Dis- 
tributors Serve Industry Economi- 


cally—Buy it from the Distributor,” 
in their advertising and promotional 
matter. 

More than 200 inquiries regarding 
the work of the Committee have al- 
'ready been received and new ones 
are coming in every day. 


ROM the foregoing it can be 

seen that the Joint Merchandising 
Committee has always had a definite 
goal and its progress toward reach- 
ing it has been steady and rapid. 

Future plans call for making avail- 
able to subscribers the wealth of facts 
concerning economical industrial dis- 
tribution which were developed by 
research in 64 industries in 39 states. 
In all, there are 144 charts contain- 
ing pertinent data. A few of the 
subjects considered are: The Small 
Order Problem, Territory Jumping, 
The Distributor’s Responsibility to 
Himself, The Distributor’s Respon- 
sibility to Users, The Distributor’s 
Responsibility to Manufacturers, the 
Manufacturer’s Responsibility to 
Users, Selling Advantages Gained by 
the Use of Distributors, Why Users 
Buy from Distributors, Why Users 
Buy Direct, and Uneconomic Pur- 
chasing Policies of Users. 

The ultimate objective of the Mer- 
chandising Program, of course, is to 
conduct a nation-wide campaign, 
based on the re- (Turn to page 70) 
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“Newlype Cord’Suction 
and Discharge Hose 





Another Progressive 
Step by WHITEHEAD 


Newtype Cord combines two services in one— Component parts cannot separate, conse- 
suction and discharge. quently, — life in service and more re- 
Has strength, lightness, and _ flexibility—a re sy ee 


combination heretofore unobtainable. Can be furnished in lengths up to 50 feet and 


s : , , cut as required. 
Can be tied in a knot as illustrated with a piece 


of 3-inch hose, and not damaged. ~- pres Hy — paeen & 6 pe Oe 


Wall construction of new patented process. Write for further details. 








The Whitehead Bros.Rubber Go. 


__ “MECHANICAL RUBBER GOODS,SINCE 1875" 
a Trenton,New Jersey <p> 
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HE model 30 screw hoist 
made by Wright Manu- 


facturing Company, Bridge- 
port, Connecticut, is recom- 
mended for general repair 
work where it must be con- 
tinually carried about and 
operated in different places. 
It is adaptable for work on 
the horizontal such as mov- 
ing heavy loads on rollers or 
skids. It is designed on the 
worm wheel principle, has 
few parts, and is simply con- 
structed. Features are: spe- 
cial analysis steel load 
chains, electrically welded, 
_ treated and proof test- 
ed; 
forged hooks; and non-foul- 
ing hand chain guide. Load 
chain guards shroud the 
complete upper half of the 
load wheel and prevent the 
load chain from riding out 
of the load wheel pockets. 


heat treated, drop- 





IMENSIONAL ac- 


curacy and uniform- 


ity is claimed for the 
welding ells made by 
Midwest Piping and Sup- 
Company, St. Louis. 
Fixtures used in machin- 
ing the bevel on the ends 
assure an included angle 
of exactly 90° or 45°. 
One-quarter inch of tan- 
gent is provided for each 
inch of pipe diameter. 
Each ell is made from 
one piece of plate. The 


working of the 


metal is in compression 
at a forging heat. 





HE Hu 


Engineering 


Company, C 
has recently 


out a new tool with 
a dozen or more 


uses, known 
‘*Twelve-i 


tool. This tool con- 


sists of a pair 
uated, seat 
slotted rules 
signed that 


stantly adjustable to 


the foll 


uses: Tri-Square, 
T-Square, inside 
measure, adjustable 


tchinson 


hicago, 
brought 


as the 
n-O ne’’ 


of grad- 
ed and 
, so de- 
it is in- 


owing 


extension rule, mark- 





ing gauge, compass, depth gauge, mitre, bevel 
gauge, angle gauge, one foot rule and others. 





A LARGE automatic air cooled two stage compressor unit 
model GV-80, is a new product of the Quincy Compressor 


Company, Quincy, Illinois. 


It is suitable for super-service sta- 


tions, and adaptable also for use where higher pressures are 
desired. Main bearings are oversize anti-friction tapered roller 
type, lubricated by continuous spray of oil. Crankshaft is a 
drop forging accurately ground, having integral counterweights. 
Connecting rods are aluminum alloy forgings. Pistons are light 
weight automotive type fitted with 3 compression rings and one 


oil ring. 














HIS flexible 

shaft machine 
is one of the mod- 
el “M” series made 
by the McNeil 
Brothers Company, 
Cincinnati. It has 
Timken _ bearing, 
countershaft hous- 
ing, positive con- 
tact slide coupling; 
Timken roller 
bearing or ball 
bearing handpieces ; 
cone-shaped pul- 
leys; V-belt; large 
motor plate for 
tools; 10-foot cord 
and plug, and 
heavy motor sup- 
port column. Ma- 





jor application is in grinding, wire bushing, 


drilling, buffing, polishing and sanding. 








HE Cee-Bee Lab- 

oratories, Ltd, 
of Los Angeles, re- 
cently announced 
the introduction of 
a new line of indus- 
trial cleaning com- 
pounds. By analysis 
these compounds are 
said to contain no 
acidic preparations 
or other harmful in- 
gredients. They are 
strictly physical 
agents and do not 
combine with oil, 
grease or any for- 
eign matter known 
as “dirt”. They clean 
by the new process 


of defloculation of solids and the emulsification of liquids. They 
may be applied by hand, by immersion, by pressure gun or 


through circulation. 
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W hen Buyers Say: “Send MeY our Catalogue — 


What Do You Do 
About It? 


“Here are the selected goods we are 
ready to furnish you,” say such suc- 
cessful distributors as Strong, Carlisle 
& Hammond, whose Donnelley-built 
Catalogue F presents the cream of 
these 407 manufacturers’ catalogues in 
one handy volume. 





What would it mean to your sales and 
profits to furnish such a catalogue of 
your goods to users of supplies in your 
territory ? 


In days like these, a modern 
Donnelley catalogue will seine 
your territory for orders—par- 
ticularly the profitable tele- 
phone and mail orders. It will 
reduce your selling costs. 





SEND FOR SAMPLES 
AND FULL INFORMATION 
NO OBLIGATION 























R. RK. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET - CHICAGO 
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CC TORCH WITH 90° HEAD 


34 CC cc cc cc 





HE National Twist Drill and Tool Company, 

Detroit, has announced new “Helex” taper pin 
reamers for machine reaming of taper pin holes. 
It is claimed that the steep spiral angle promotes 
smooth cutting and eliminates chatter; and that 
the rugged backing of the cutting edges prevents 
chipping. The cutting edges are undercut and 
have a left hand spiral, which gives a shear cut 
action and eliminates the tendency to “hog in.” The 
chip spaces are more than ample so that there is no 
danger of chips clogging in the flutes. 





Bastian-Blessing Company, 
a new cutting torch, claimed to be exceptionally light 
in weight and well balanced. 
°C cutting torch is only 46 oz. 
overall length of _ 


The weight of this new 
with tip attached; 


Wide adaptability, as ees “' gases a ranges, 











HE new single-cylinder, double-acting pressure pump 


It is also furnished electric motor driven or equipped for 








HIS new tool being introduced by the L. 


* down earth cuts or banks 
smoothing | the sloping sides in highway construction and 
It is also used for removing the top sod 
for preparing ground 


hoe” and is used for “s 








<TONCAN: > 


@” copper ®@ oe 
®,* %* 


MO-LY8-DEN-UM 


Tl N PLATE 
Biss 


rise 





\ 


EPUBLIC Steel Corporation, Youngstown, 

Ohio, is announcing a new product—Toncan 
iron tin plate which is said to be rust-resisting. 
It can be supplied in all base weights and sizes. 
An important use for this plate is in canning 
foods. It may also be used in making containers 
for chemicals, bottle caps and crowns, lanterns, 
gas meters, furnace heat pipes, lithographing plates 
for signs, and so on, 











A NEW punch known as the number 4-B has 
been developed by the W. A. Whitney Manu- 
facturing Company, Rockford, Illinois. This tool 
is of special interest to the sheet metal trade. It 
is a one-hand punch of sturdy construction, hav- 
ing a capacity of %-inch hole through 16 gauge 
iron, with a 2-inch depth of throat. It weighs 
3 pounds and is 8% inches long. It can be fur- 
nished with punches and dies ranging in size from 
fs inch to 3% inch by #& inch. The main parts— 
jaw, lever, and intermediate—are drop-forging. All 
wearing parts are heat-treated. Completed punch 
includes three punches and dies as regular equipment. 
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Stainless Steel Lined 


Voot 
DROP FORGED 


STEEL VALVES 


Outlast All Other Valves 
Morelhan!l2 Times 








With the addition of stainless steel linings, Vogt Drop Forged 
Steel Valves stand absolutely alone for prolonged service in the 
high pressure, high temperature, corrosive and erosive field. 


Vogt Solid Wedge Type Gate Valves completely lined with stainless steel having 
upset ring joint faces like shown above are available in the flanged types, pressures 
from 600 pounds to 1350 pounds at 900 degrees F. 


Complete details and prices on request 


HENRY VOGT MACHINE CO. 


INCORPORATED 


NEW YORK LOUISVILLE, KY. 

Br anch CHICAGO 
ane ae ND Manufacturers of: Drop Forged Steel Valves and Fittings, Water Tube and Horizontal Return Tubular Boilers, 
PHILADELPHIA Oil Refinery Equipment, Ice Making and Refrigerating Machinery, Heat Exchangers. 
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| New and Improved Industrial Products 


f 








HE Ohio Valley Pulley Works, 

Maysville, Kentucky, is making 
448 stock sizes of “Browning” paper 
pulleys 14 inches in diameter and 
smaller in this new arm type de- 
sign. Also, larger size special pulleys 
are being made in this design. It 
gives a more pleasing appearance 
to this style of pulley; is stronger; 
more durable; and lighter in weight. 














HE new heavy duty snagging 

grinder made by The Hisey- 
Wolf Machine Company, Cincin- 
nati, affords independent speed con- 
trol for each wheel, thus permitting 
the operation of both wheels at the 
most efficient speed. 





HE Robins-Jones bearing be- 

ing introduced by the Robins 
Conveying Belt Company, New 
York City, is said to operate with 
a lower coefficient of friction than 
roller bearings. Its basic idea is an 
oil-lubricated bearing that does not 
require frequent attention and is not 
wasteful of oil. 











HE stream and spray cleaner being made 

by Otto Bernz Company, Incorporated, 
Newark, New Jersey, can be operated with one 
hand, and can be changed quickly from stream 
cleaner to spray cleaner by merely changing 
blocks at end of head. The cleaner has a heavy 
brass reservoir, highly polished and lacquered, 
and a heavy concave brass bottom with filler. 
All working parts are made of brass so as to 
= rusting or deterioration from liquids 
used. 





TWO-SPEED worm gear reduction unit. 

designed for either horizontal or vertical 
drives of % horsepower and up where two 
spteds are required, has recently been intro- 
duced by Gears and Forgings, Incorporated, 
Cleveland. This type of speed reducer is manu- 
factured integral with motor or as a separate 
reduction unit, in speed reduction ratios rang- 
ing from 4:1 to 150:1. The unit consists of a 
worm and worm gear and a set of differential 
gears, the driving shafts and their Timken 
roller bearings all enclosed in a sturdy leak- 
proof and dustproof cast housing. 















pater 50S a 
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ro 


HE “air booster blow gun” being made 

by the Baker-Hansen Manufacturing Com- 
pany, Alameda, California, has a soft rubber 
tip on the nozzle to prevent scratching; and 
may be used wherever air is used for blowing. 
The gun is said to deliver more air without 
taking any more from the storage tank than 
the usual type of gun. The extra air taken 
from the atmosphere where used, warms the 
air delivered to near the temperature of the 
place where it is used. 


HIS new steel 
needle valve for 
high pressure gas or 
liquid service has 


been developed by 
the Lunkenheimer 
Company, Cincin- 
nati. It is designed 


to give accurate 
throttling and regu- 
lation at pressures 
up to 3,000 pounds 
at 150° Fahrenheit. 
The construction is 
exceptionally heavy 
with extra long pipe 
threads. 














PRESSURE re- 

lief valve de- 
signed especially for 
use in conjunction 
with hydraulically 
operated machinery 
has been added to 
the line of pumps 
and accessories made 
by the Brown & 
Sharpe Mfg. Co. of 
Providence, R.I. 
This valve is par- 
ticularly adapted to 
operate in connec- 
tion with hydraulic 
mechanisms and with 
the company’s num- 
bers 53 and 55 rotary 
geared pumps. 
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important role in 


One of the important 
improvements in the “Los Angeles” and 
“Akron” is the ballast water recovery sys- 
tem. 

With helium airships the cost of the lifting 
gas makes the practice of valving gas unde- 
sirable and to compensate for loss of weight 
of fuel burned the Akron has a water recovery 
system which condenses the water in the ex- 
haust gases. The water recovered is pumped 
into ballast containers by means of Goulds 
centrifugal pumps. 


These pumps, eight in number, are fabri- 





pear over Washington, . . Underwood & Underwood. 


GOULDS PUMPS... play 


U. S. S. “AKRON” 


cated largely of aluminum alloy and weigh 
approximately 16 pounds, Had they been 
made of cast iron, their normal weight would 
have been 110 pounds. 

In addition to the above, 2 Goulds centrif- 
ugal pumps are also used on the Goodyear 
Zeppelin Mobile mooring mast to pump water 
and fuel to the top of the mast and thence 
into containers on board the airship. 

Once again Goulds pumps have been chosen 
when reliability is the important factor. Once 
more Goulds demonstrates—“A pump for 


every service.” 


GOULDS PUMP Swe. 


SENECA FALLS, 


NEW YOR  K 


WORLD’S LARGEST MAKERS OF PUMPS EXCLUSIVELY* 


*Notice...now available: Goulds-Wagener Steam Pumps for all services. 
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CONSERVATION 


Manhattan's jobber policy for the Condor Line of 












Mechanical Rubber Products conserves your working 
capital, selling expense, and salesman’s time on 
virtually every order. 


These specially engineered products, many used by 
Industry for 38 years, are individually suited to a 
wide range of distinct mechanical requirements 
common today. 


The correct introduction of only 
one or two Condor items, in many 
instances, has inaugurated major 
installations of others—assisted 
by Manhattan Field Specialists. 


If you are interested in CON- 
SERVATION with PROFIT, write 
for details of Condor franchise. 


Left:—Belting is a fast-selling 


Condor product. In every case, 





it renders good service. 


of the Mill Supply Associations, 


Condor Line of Mechanical Rubber Products 


V-Belt Water Hose Suction Hose 

Transmission Belt Oil Hose Rubber Lined Tanks 

Conveyor Belt Steam Hose Industrial Packings 

Elevator Belt Fire Hose Rubber Covered Rolls 

Air Hose Oilless Bearings Industrial Brake Blocks & Lining 
fie teatime trent, wale Sees Mill Sundries Rubber Matting & Moulded Goods 


The Manhatten Rubber M oian hayvveucs-MANi Aira’ Inc. +s 


Executive Offftes and Factor rateslc, New Jersey is Ea 





5 











NOVEMBER, 1931 





MILL SUPPLIES 69 









Item 


Belting, Conveyor 


_——E 


Cosma 


| Curb, etc. — 


Cuneniet, Portable 
Que pry Shovels 
‘Electric Tools— 


ence Gas, etc. 


mers, etc. 
| treat See 


etc. 
ve 


| ‘ment 


\Pavers and Mixers 


r 


[Pempe 


‘Tractors and Graders 


a iss -Belt Drives 





Wire | Rope 


(Comerete | Forms, Road, _ 


__Drills, Hammers, etc. 


(Grindim zg Wheels, Wire 
s, Brushes (Prod.) | 
based Tools—Saws, Ham, 
'Hoists—Chain, Electric, a 


Machine Tools and ‘Equip-— i 


“What's Selling 
in My Territory?” 


Based on reports from dis- 
tributors, comparing vol- 
ume of business for the 
month ending October 
15, 1931, with business 
during the corresponding 
period of 1930. 




















KEY TO CHART 
| = No Change 
| = _Inerease 
= 5% inerease 
| ed = Decrease 
ox) == 5% decrease 
*Better comparison than last month 
NEW ‘EAST | WEST 
| ENGLAND |ATLANTIC | CENTRAL | CENTRAL —— WESTERN 
"Decrease Increase | Decrease Increase | " Decrease ‘incase | Decrease In one Decrease Increase Decrease Increase | 
—+ SS eee 
as 
on nil 








[Mechanical ‘Rubber Goods 

| —Belting, Hose,etc. = 

Nuts, Bolts, and Rivets 

(Paint Spraying ; Equipment : 

— 

—— ——— _ — + 
Pipe, Valves and a Fittings 


|Pneumatic Tete 
































\Safety quipment—Fire Ex- 
|tinguishers, Masks, etc. 


Shop Supp tics—Brocems, 
__ Brushes, Waste (Maint.) _ 


Tools, Pipe Threading 
} cia llr ecockcy:s + -, 


Transmission |Equipment—g 


Wheelbarrows, Shovels, a 
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Sales Cooperation 


on Capital “Red Cap” 
“When You Need It! 


No intelligent distributor today will 
discredit the value of a tested and 
time-proven sales policy that is pow- 
erful enough to help him sell, and 
definite enough to be a real protec- 
tion to him. 

At a time when sales do not come 
easy, the complete Capital “Red 
Cap” line provides distributors with 
products of a high standard of effi- 
ciency and accords them absolute 
sales protection. 


Let us cooperate with you to put your 
brush and broom business on a profit- 
able basis. 


INDIANAPOLIS. 


e BRUSH & BROOM MFG. CO._ ° 


ESTABLISHED 1890 


gums 126 Brush Street, Indianapolis, Ind. gaa 


Don’t Overlook 


DART 
UNIONS 


if you are interested 
in sales and profits 


Consider what you will have to sell—double value with the DART 
bronze to bronze ground joint principle—thorough efficiency with a 
product that is perfect in design, materials and workmanship—economy 
that insures user acceptance! 
: You can't afford to pass up DART Unions. 

Capitalize on the increased sales and profits the DART line will 
bring you. Other distributors are doing it. So can you. Now is 
the time to start. Write today for a sample and our Catalog. 


TEES — UNIONS — ELLS 
(Screwed — Flanged) 


E. M. DART MANUFACTURING CO. 


Providence, R. I. 











Sales Agents: 
The Fairbanks Company, New York 
and at all Branches 


Canadian Factory: 
Dart Union Company, Ltd. 
Canada 


Toronto, 








search material, to show users the 
worth of the industrial distributor. 
How soon such a campaign can be 
gotten under way depends entirely 
on how quickly the necessary support 
from distributors and manufacturers 
can be secured. About 250 companies 
are now actively backing the pro- 
gram. More backers are needed. 

The mill supply industry is plagued 
with conditions that no individual 
alone can correct. These unsatisfac- 
tory conditions, however, can be defi- 
nitely improved through cooperative 
action on the part of the industry 
as a whole. 

The foundation for a most con- 
structive campaign in the interest of 
the industrial distributor has been 
carefully laid. The speed with which 
that foundation can be added to de- 
pends wholly upon the cooperation 
which is forthcoming from the field 
at large. 

Past results have been all that 
could be hoped for. Future progress 
depends entirely on you. 





Salesman Sam Finds a Way to 
Handle the Price Buyer 
(Continued from page 36) 
time feel an overwhelming desire to 
pound our heads on the floor in 
apology for trying to make a profit 

on the goods we sold. 

Well, I’m getting all set to run 
down and see my dear, departing cus- 
tomer and tell him to buy his mill 
supplies in China thereafter. Then 
the sky clouds up. There’s a hot, sul- 
try spell and a rippling crash of light- 
ning followed by a good rollicking 
thunder that makes you think the 
Germans are going into action be- 
hind the next hill with a bevy of big 
Berthas. Lightning hit somewhere 
near and hit hard. 

I went to the ’phone to tell the 
wife that I would be late to supper 
and found the ’phone dead. In a 
couple of minutes up the road came 
a flivver, shaking through the rain 
that was coming down in sheets. It 
was old man Statler himself. 

“T want 100 feet of wire rope and 
some clips,” he yelled, “and hurry 
up.” 

“You hurried me for the last 
time,” I snarls happily, “and it gives 
me pleasure to tell you that from now 
on we will refrain from accepting 
your business on emergency orders.” 

“Are you crazy,” he wants to 
know, looking none too sane him- 
self. “Lightning just struck our 
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100 
Victor Welding 
Torches: 


—‘‘Save its Cost 
every thirty 
days’’— 


You can see what this meant 
to our dealer in Tulsa. 


It established a reputation 
upon which our Tulsa dealer 
sold more than $100,000 
worth of additional Victor 
Welding Equipment within 
one year. 
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You Can See What This Meant 
To Our Dealer in Tulsa 








Hh. B. CROWELL. 
vcs Ow 


KELLY-DEMPSEY COMPANY 


PIPE LINE CONTRACTORS 
1222 HUNT BUILDING 


Tulsa, Oklahoma 


September 19, 1929 


Victor Welding Equipment Company 
844 Folsom Street 
San Francisco, California 


Attention: A. S. Heasley 
Gentlemen: 


Your campany has asked us to comment on Vietor 
Welding equipment and will say that it has proven very sat- 
isfactory on pipe-line work. We have at the present time, 
about 100 Victor welding outfits complete in our company, 
and I really believe that this equipment will save its cost 
every thirty days in actual opemtion over any other make of 
torch that we ere acquainted with. 


The savings that I speak of is the seving in oxy- 
gen end repeir perte also we find the welders are able to 
turn out considerable more work with the Victor equipment than 
with any other equipment. Hoping thie is the information you 
desire, we remain 


Yours very truly, 
KELLY-DEMPSEY & COMPANY 





VICIOR 


Victor Welding Equipment Co. 


: Division of 
Victor Equipment Company 


844 Folsom Street 
San Francisco, Calif. 


Such outstanding user 
satisfaction will mean 
more profitable sales to 
YOU. 


We invite your 
inquiry. 
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THE 
IMPORTANCE OF 
THE PACKAGE 
IN WHICH BOLTS 
ARE SHIPPED- 


Next to the article itself is 
the container in which it is 
shipped. 

“Good” boxes and kegs are 
good enough for ordinary 
bolts and nuts. 

Clark “Quality” Products 
are not satisfied with “good” 
packing but like the prod- 
uct, the container must be 
“superior.” 

Our boxes are made of 
much heavier lumber than 
most others—the kegs are 
stronger and _ scientifically 
constructed. 

They deliver the contents 
“unbroken” “undamaged” 
—as shipped. 

It is a MATTER WELL 
WORTH YOUR consider- 


ation. 


GLARK Brosfoit(b 


Black Ave. 
Milldale, Conn. 








water tower and it is still in the air 
by only two supports and the grace 
of God. If we don’t get it braced it 
will go through the roof and ruin 
our stock.” 

“Now ain’t that too bad,” I says. 
“We’re about ruined ourselves, what 
with guys like you buying all possible 
supplies out of town. We'll see you 
in the bankruptcy court.” 

“But I just have to have some 
rope.” he warbles, continuing to 
stand and drip water on our clean 
office floor. 

“You can buy it for less in Buf- 
falo,” I pointed out. “Or maybe you 
have come to the conclusion that your 
local distributor that supplies your 
emergency items is a sort of handy 
fellow to have in town, and should 
be encouraged to remain in business.” 

“Sure,” he says, “I see I was 
wrong. But for the love of mike sell 
me some rope. If that tank ever 
crashed through the roof I’d_ be 
ruined.” 

Well, when he talked like that 
something sort of broke inside me 
and I felt sorry for the poor old 
nickle splitter. I made a run for the 
stock. Like the soft-hearted chump 
that I am, I got myself soaked in the 
rain and went without supper just to 
help that Statler outfit make the 
water tower safe. 

But then it might be worse because 
business with the Statler Company 
has been fine lately and all those out- 
of-town territory stretchers have is a 
disappointed look when they leave 
Statler’s. 

Moral: The best time to get 
water from a dry well is in a rain 
storm. 





J. A. McKay of the Chase Parker Com- 
pany, Boston, has had 39 years’ experience 
in the mill supply business, and has been 
a reader of Mill Supplies for 10 years. 
He says the mill supply business is be- 
coming more specialized every year, cater- 
ing to certain types of industries and work- 
ing in closer cooperation with manufac- 














turers. 






Where 
do you 
buy your 
clothes? 


It’s a safe bet that most of your 
shirts and ties sport the same 
feet... \nd that’s because you 
prefer to buy where you can get 


_ exactly what you want, from 


socks to shorts, under one roof. 


Your customer buys industrial 
haberdashery (hoists, for exam- 
ple) in much the same way. 
That’s why the Robbins & Myers 
long line of hand and electric 
hoists, cranes, and trolleys is 
the one you should handle. It’s 
complete! 


R&M hoists, cranes, and trol- 
leys in both hand and electrically 
driven types are precision built 
and fully guaranteed by an or- 
ganization with a Grade A na- 
tional reputation of more than 
forty years’ standing. They sell 
and stay sold! 


Write today for detailed in- 
formation on the R&M complete 
line of overhead materials han- 
dling equipment. 





Low headroom, simple construction, 
and extreme durability are character- 
istic of R&M Electric Hoists. This 
is Model S-1, built in capacities up 
to 7% tons. Ask for Bulletin 5092. 


Robbins & 
Myers, “Inc. 


Hoist and Crane Division: 
Springfield, Ohio 
Branches in principal cities 
throughout the United States 


CANADIAN DISTRIBUTORS: 

LYON TUBE & SUPPLY CO. 

LTD., MONTREAL, TORONTO, 
WINNIPEG, VANCOUVER 


HAND AND ELECTRIC HOISTS 
AND CRANES, MOTORS, GEN- 
ERATORS AND FANS 
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CLE-FORGE ":3:,. DRILLS 


Prove there Drill, 


on Your own Wachines 


Te See F Bsa FORRES S 
. Brie eee Ry ee suas 


& 
2 


toa 


£24ur 


SCREW EXTRACTORS 


The average drill test is super- 
ficial. It tells little — proves 
nothing. Certainly it must fail 
to satisfy that factory execu- 
tive who wants his facts exact 
and accurate.e The surest 
way to determine the real value 
of high speed twist drills is by 
using the“Cost-per-Hole” Test, 
originated by this Company. 
its final figures admit of no 
doubts, no questions. Like the 
solution of a problem in mathe- 
matics, it proves the case once 
and for all.e A large number 
of tests point to the superi- 
ority of Cle-Forge High Speed 
Drills on a wide variety of jobs. 
That Cle-Forge shows up so 
well in these tests indicates 


Casgutahih St, The Centenatteba anes. the true quality of the drill. 
. % 
So confident are we that Cle-Forge is 
capable of doing a better, more eco- 
nomical job for you that we will gladly 
(upon request by letter or coupon at 
the left) send our ‘‘Cost-per-Hole’”’ 
Drill Test Form so that you can make 
the test in your own shop, alone... 
Take nobody’s word ... Accept only 
the final ‘‘Cost-per-Hole’”’ figures. 
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Manufacturers Neos 





A department where manufacturers may announce 
new literature, changes in personnel, news of 


executives or salesmen, changes in quarters, or 
any other facts of interest to the trade. Photo- 
graphs or cuts are espectally desirable 





Bauer General Sales Manager of 
Gilmer 


HARLES H. Bauer, for the 
past 6 years manager of the 

automotive division of the 
L. H. Gilmer Company, Philadelphia, 
is now general sales manager. 

His contacts both in the industrial 
and automotive field have been and 
are so numerous that he has become 
internationally known as a merchan- 
dising authority. This is attested by 
the fact that at present Mr. Bauer is 
international president of the Auto- 
motive Boosters Clubs, which num- 
ber some 1200 manufacturers’ repre- 
sentatives; member of the Board of 
Counsellors of the Motor and Equip- 
ment Association, and a contributor 
to many publications upon general 
subjects pertaining to effective sales 
and merchandising policies, both 


domestic and foreign. 
* * * 


Republic Steel Appoints 
W. T. Bentz 

According to an announcement 
made by N. J. Clarke, vice-president 
in charge of sales for Republic Steel 
Corporation, William T. Bentz has 
been made manager of sales of rail 
steel products for that company. In 
his former capacity as sales head of 
Steel and Tubes, Incorporated, a Re- 
public subsidiary, Mr. Bentz had 
many years’ experience in the manu- 
facture and sale of hard steel prod- 
ucts. He will continue for the pres- 
ent to make his headquarters in 
Cleveland. 

George E. Totten has been ap- 
pointed manager of sales of the tin 
plate division of Republic Steel Cor- 
poration with headquarters in the 
general offices of the corporation in 
Youngstown, Ohio. 











ph shows one of two 1115- 
belts recently 


This photogra 
—_ 54-inch, 8-ply conveyor 
made by The ~— Rubber Company as 

fe of a large order covering equipment 
lle new plant of the Thunder ae, 

Alpena, 

packed for «Ree 

weighed 23,475 pounds. 





Sloan Made First Vice-President 
Cushman Chuck 

E. J. Sloan, who for many years 

has been a director of the Cushman 

Chuck Company, Hartford, Connect- 

icut, has just been made first vice- 
president of the company. 


* * * 


Bristol Issues New Books 

The Bristol Company, Waterbury, 
Connecticut, has ready two new cata- 
logs, one on thermometer controllers 
and one on pyrometer controllers. 
These are catalogs number 2025 and 
2050 and are the latest additions to 
the Bristol Binder Set. 


v— 


Malony Succeeds Holton in 
Whitman and Barnes 
George H. Malony has been elect- 
ed secretary of Whitman and Barnes, 
Incorporated, Detroit, to succeed J. 
I. Holton, who resigned recently. 


* * * 


New Torchweld Catalog Shows 
New Lines 

The Torchweld Equipment Com- 
pany, Chicago, has just issued a new 
blue “N” gold pocket size catalog, 
which, in spite of its small size, con- 
tains a great deal of detailed infor- 
mation regarding the company’s line. 

In addition to photographs and de- 
scriptions, line drawings are used to 
show construction and safety fea- 
tures of the equipment. Several 
newly developed items are also 


shown. 
* * * 


Bunting Opens Cleveland Office 

The Bunting Brass and Bronze 
Company opened a new branch sales 
office and warehouse in Cleveland, 
October 1, located at 1250 Ontario 
Street. A complete stock of Bunting 
products will be carried. 

The expansion of the company’s 
business in the Cleveland area made 
necessary the establishment of this 


branch. 
* * * 


Atkins “How-To-Do-It” Book 
Now Ready 

The 1932 edition of the “How- 
To-Do-It” Book for Home Work- 
shops issued by E. C. Atkins and 
Company, is now available. An idea 
of the material covered by the book 
can be gained by the following par- 
tial list of its division headings— 
How to Plan a New Workshop, 
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Tie wrench | 
will help you keep sales 





ona qualify, fair profit bacte.... 


ITH price cutting knocking the 

profits out of many tool sales, the 
TRIMO wrench stands out as one of 
the tools still selling on its own merits 
and selling, as it always has, at a 
fair profit. : 


Strength and safety—those two so nec- 
essary qualities in a pipe wrench—are 
so thoroughly a part of all steel 
TRIMO that intelligent buyers need 
no further inducement to buy. 


TRIMO, better today than ever before, 
holds its place in hand tool sales as a 
consistent profit maker for the dealer, 
and it identifies the dealer’s store 
as a source of reliable, quality tools. 


cteet F RREMO wrence 


TRIMO 


Made by Trimont Mfg. Co., Roxbury 
(Boston), Mass., Makers of the sensa- 
tional TRICROME Cutter Wheels 
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“THE RIGHT LINE!” 


You'll Say It, 
Mr. Distributor, 


When You Know > } 


Welding and Cutting 


XPERIENCE has 
proved definitely that 
distributors and their sales- 
men, once they are familiar 
with the superior features of 
the TORCHWELD line, 
the tremendous sales oppor- 
tunities it affords and the 
profits it makes possible, al- 
most unfailingly become ar- 
dent TORCHWELD boost- 
ers. That attitude has brought 
them marked success in sell- 
ing this modern line. 





Equipment and Supplies 


Greater Production 

Unexcelled Performance 

Less Gas Cost 

Lower Operating Ex- 

pense 

Patented Safety Features 
S 

Write today for our exclusive, 


profit-making proposition for dis- 
tributors. 


It will appeal to you. | 




















Torchwetp Enurment Company 
224 N. Carpenter St., Chicago 


|For Steady Profits—Sell Tt | 





































FOR 


RESALE 


ONLY. 


f 





N OT only a complete line of 
uniformly high quality — 
but one that has established a 
reputation for excellent service 
under all conditions of steam, 
water, air, gas, ammonia and 
acids. 

Linear Packings are sold for 
Resale only—and furnished un- 
der your own brand, if desired. 
There is absolutely no competi- 
tion from your source of sup- 
ply—we give you 100% coop- 
eration in your selling efforts. 
On your next packing order, 
specify Linear. 




















How to Select Your Tools, How to 
Choose Your Woods, How to Make 
Wood Joints, How to Build a Shop 
Outfit, How to Cut and Work Met- 
als, and Things for You to Build. 
This last section contains 450 sug- 
gestions and tells where to get plans 
and data. 

Each division is carefully illustrat- 
ed with diagrams and photographs 
of the various operations actually in 
process. 


* * * 


American Asphalt Paint Elects 
New Head 


At a special meeting of the Board 
of Directors held at the home offices 
of the American Asphalt Paint Com- 
pany, September 24, Grover M. Her- 
mann, formerly vice-president and 
treasurer, was elected president, suc- 
ceeding Charles Phelan, who was 
killed in an automobile accident near 
Cardston, Alberta, Canada, August 
13. 

At the same meeting Walter H. 
Cottrell, who has been associated 
with the company since its inception, 
was elected first vice-president. T. C. 
Ford continues as vice-president in 
charge of production. 


Mr. Hermann and the late Mr. 


Phelan organized the company in 
1913 and operated as a copartnership 
until July 1, 1930, when a corpora- 


Grover M. Hermann 
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n assured 


protection gainst 


Atmospheric 


Corrosion 


Copper- Steel pipe 








H* is one important fact undeniably 
established regarding pipe. A moder- 
ate copper content in the steel adds consid- 
erably to the durability of pipe, under certain 
conditions. Specifically, this advantage is 
marked and unmistakable under “atmospheric 
) exposure”, or, under alternate wet and dry 
conditions, whether caused by the outdoor 
elements or not. Examples are the soil, waste, 
an vent lines and rain leaders of large buildings, 
i rarevent] homes or factories. 
For all pipe services subject to such expo- 
sure, NATIONAL Copper-Steel Pipe has 
the approval of leading architects and 
engineers. Write for Bulletin 11, describing 
NATIONAL Copper-Steel Pipe— 


es The Original Copper-Steel Pipe 


LOOK FOR THE GREEN COLOR! NATIONAL TUBE COMPANY 
NATIONAL Copper-Steel Pipe is marked as follows: Black Pipe—Smaller Subsidiary of Unieed Gunns Qeast Ganpesetion 
sizes colored green. Larger sizes, two green stripes running lengthwise. 

Galvanized Pipe—A// sizes, two green stripes running lengthwise, PITTSBURGH, PA. 
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SELL THESE YARDS 


No. 3 of a series 










tion was formed to take over the 
business. At that time a public offer- 
ing of the company’s shares was 
made. 

Mr. Hermann states that the com- 
pany’s September business compares 
favorably with that of a year ago 
and that its plants at Kankakee, IIli- 






















i nois, and Lincoln, New Jersey, are 
: operating five days weekly. 
COAL < mae: 
YARDS > Griffiths With Timken 
are con- Ff 


F. J. Griffiths has joined the Tim- 
ken organization at Canton, Ohio, 
as director and president of The 
Timken Steel and Tube Company. 
M. T. Lothrop, president of The 
Timken Roller Bearing Company, 
has been made chairman of the 
hoard of The Timken Steel and Tube 
Company. 

Mr. Griffiths has been prominently 
identified with the steel industry for 
30 years. Until recently he was asso- 
ciated with The Republic Steel Cor- 
poration in the capacity of president 
of the Republic Research Corpora- 
ee tion. ‘He began his career with The 

CS | United Steel Company at Canton, 
APPLETON CAR MOVER CO., Appleton, Wis. | ond later helped a vial The 
SL LL a cc ccc Central Steel Company in Massillon, 
Ohio, of which he was president and 


GROBET SWISS Copper Tubing general manager. When these two 


stant users 
of car movers! They need reliable and power- 
ful ones to “spot” those large gondolas. The 
ATLAS is best suited to their demands. Its 
ability to stand severe abuse, its tremendous 
power and its ease of operation make sales easy 
and creates satisfied customers. Then too, coal 
yards are mighty good prospects for the famous 
ATLAS CAR WRENCH. 

Your line of conveyors, shovels and other 
equipment benefits from this good will. 

















FILES Seamless. Sizes—from yy to 1% companies were merged to form The 
in. O. D. any gauge. Central Alloy Steel Company, he was 
° hosen chairman of the board, which 
GROBET SWISS FILES h Cc . ’ 
won a reputation for pote Brass Tubing office he held until the Central Alloy 
acy wherever accuracy in fil- Seamless. Sizes—from vs to 1% merger with Republic. 
ing is essential, wherever exact in. O. D. any gauge. 


and precise work must be done 
with files. Likewise the dis- 


* + 
tributors of files have —e to Aluminum Tubing 
know the promptness of Gro- i 
bet shipments. Seamless. Sizes—from 7; to 1% 
in. O. D. any gauge. 

In order that our service may 


surpass the service rendered by ° 
other file manufacturers, we Coils and Bends 
have on hand over 3,500 dif- 1 shapes and sizes which use 


ferent shapes, sizes and cuts of ate 6 vs to 1% ia. id 


files ready and waiting to be sheased 
delivered to you immediately. pn ag any gue. U 


Orders for Grobet Files, no matter 


how large, h ll, or h ied : b 

tiey ‘aay beac mweabiy deret — || Fabricated Parts 
on the day of receipt, enabling our 

distributors to fill any order in mini- 


dial and Complete 

lor Catalog B, and also cial e 

Catalog CC on Circular Cut files. Assemblies 
—manufactured to your specifi- 


cations. Send your blue prints 
for prices, 








Se ge 


GROBET FILE CORPORATION 
OF AMERICA 
3 PARK PLACE NEW YORK CITY 




















1451 Central Ave. Detreit, Mich. 
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XUF 














XUM 


NOVEMBER, 1931 


MILL SUPPLIES 


79 





STEADY AS A GYRO-COMPASS 


Your Business Paper 


Marks a True Course 


WW 


4 


Hicx up in the wheelhouse of a ship 
there spins a gyroscopic compass, pointing 
ever at True North. With automatic preci- 
sion it warns the navigator of the slightest 
deviation from his course. By its aid he 
steers his ship unerringly across the waste 
of waters to its destined port. 

Just so the printing press, revolving 
steadily in its great frame, is symbolic of the 
guiding function of the business paper in 
keeping business headed straight. Is industry 
threatened by stormy times? The business 
paper points the way across an area of un- 
certainty to the smooth waters of stability. 
Does an industry veer from its course to 
follow misleading lights? The 
business press sounds a warn- 
ing. Is the ship of business 
blown off its track by a sud- 
den shift in public demand, 


or swerved aside by an unex- 





Ai - 


THis SYMBOL identifies an 





as a source of news and data, which makes it a 
power to be reckoned with in business affairs. 
For the modern business paper is an essential 
factor in every progressive industry. By its 
competence in the gathering and presentation 
of information, it has made itself indispensa- 
ble. For its independence in the editorial inter- 
pretation of that information 
it has become respected. It is 
a strong organization, efh- 
ciently staffed and capably 
administered. It commandsa 


sound, paid, audited circula- 

change in production or A BP paper. . Tt stands for tion. ha news and editorial 

sales technique? The business honest, known, paid circulation; pages are unbiased and un- 
press pointsoutthecourseto aightforward business methods hyyable. 

safety and prosperity. and editorial standards that in- And for these reasons its 

It is this function of the sure reader interest... These advertising pages are bought 

industrial and merchandising re the factors that makea _ by businesses with a story 


press, no less than its service 


valuable advertising medium. 


to tell to its readers. 


THE ASSOCIATED BUSINESS PAPERS, INC. 


TWO-NINETY-FIVE MADISON AVENUE 


+ + 


NEW YORK CITY 


+ + 


This publication is a member of the Associated Business Papers, Inc. ... 4 cooperative, 
non-profit organization of leading publications in the industrial, professional and merchandising fields, 
mutually pledged to uphold the highest editorial, journalistic and advertising standards. 
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Ny you can atford 
to concentrate on 


IMPERIAL 





























For use b 
tractors, o 
factory maintenance and for refin- 
ishing furniture. 





Paint Spray Equipment 


When you consider your cus- 

tomers’ painting requirements 
and your own sales and profit 
problems — you realize the value 
of a complete line of paint spray 
equipment — up-to-the-minute in 
every detail. In the IMPERIAL 
line you have the ultimate. Eff- 
ciency —economy—simplicity — 
all in one really modern line. Put 
concentrated sales efforts behind 
IMPERIAL Paint Spray Equip- 


Outfit No. 23-CPF 
(% H.P Portable) 


|| ment, and your profits will grow. 


small painting con- 


Write today for complete infor- 
e buildings, hotel and 


mation on this great line and the 
markets for it. 








THE IMPERIAL BRASS MFG. CO.== 




















511 So. Racine Ave. Chicago, U. S. A. 
















































Now is the time to stock and sell Lon- 
ergan power plant specialties. The flow 
of replacement orders has been dammed 
up for more than a year. These orders 
can not be held back much longer. Are 
you ready to fill them? 


300 


Pop Safety Valves - Relief Valves 


specialties 
for power plants 


Steam Gauges . Hydraulic Gauges - Air Gauges 


Pressure and Temperature Gauges - Water Gauges 
Test Gauges - Oil Gauges - Gauge Boards 
Clocks - Counters - Gauge Cocks 


Steam Gauge Syphons - Lubricating Specialties 


J. E. LONERGAN CO. 


209 Race St., Philadelphia, Pa. 











Beg Your Pardon 

Through an error, the names of the 
Skinner Chuck Company and _ the 
Clark Brothers Bolt Company were 
omitted from the list of manufactur- 
ers whose products can be purchased 
through the industrial distributor, 
which was published in the pamphlet, 
“Review of Modern Industrial Prod- 
ucts,” issued by Mitt Suppiies 
in September. The aforementioned 
list included manufacturers who co- 
operate with distributors and their 
salesmen by advertising in Mutt 
Supplies and the Mitt Suppties 
CaTaLtoc & Directory. Both Clark 
Brothers Bolt Company and Skinner 
Chuck Company market their prod- 
ucts through the distributor. 

a 


Gilbert of Republic Steel Now 
with Midland 

Harry T. Gilbert, formerly special 
assistant to the president of Republic 
Steel Corporation, is now with the 
Midland Steel Products Company, 
Cleveland, as general manager. He 
was at one time vice-president in 
charge of sales for Republic Steel, 
and before that was with the Sharon 
Steel Hoop Company for more than 
20 years. He resigned from Repub- 
lic Steel in June, 1931. 


* * * 


Awards Made in American Cable 
Contest 

Kenneth Snow, L. A. Snow Com- 
pany, Spokane, Washington, has 
been awarded the first prize of $50 
in the contest recently conducted by 
the American Cable Company on the 
best letters telling advantages of us- 
ing the “Preformed Tru-Lay Port- 
folio” in selling that company’s prod- 
ucts. The many letters which were 
submitted indicated the wide interest 
which the contest aroused. 

Besides the first prize, there were 
also second and third prizes of $25 
and $10, respectively; and 12 five- 
dollar prizes. Bryan W. Brown of 
Annex Equipment Company, El 
Paso, Texas, won the second prize, 
and Bill Ochs of Harris Pump and 
Supply Company, Pittsburgh, won 
the third. The other awards went 
to: R. E. Corson, Wilson Machin- 
ery Company, Denver, Colorado; H. 
H. Gibson, Colony Corporation, 
Rock Springs, Wyoming; J. B. 
Humphrey, Ft. Worth Well Machin- 
ery and Supply Company, Ft. Worth, 
Texas; J. Wallace Keller, Keller 
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To the concern owning 
the oldest Dumore 
Grinder now in service 


Anewte spine’ FREE 


To the principal, shop 
execulive or workman 
who locates this grinder 


“25° om CASH 


Somewhere — perhaps in a small, one-man shop or 
in one of the World’s largest manufacturing concerns 
— there is the oldest Dumore Grinder now in active 
service. 








We want this grinder — and its history! To get it we 
will give to the concern now owning it, a brand new 
No. 5 Dumore Grinder in exchange for the faithful 
old tool that we are searching for. 


And to further instigate a search for it, we will pay 
the principal, shop executive or workman who locates 
it and gives us its history, $25.00 in Cash! 


Get busy now. Help us find this old grinder. Aid us in 
putting the story of Dumore dependability and vibra- 
tionless, precision performance before the World in 
a still more emphatic manner. 


For, from the beginning, Dumore standards of qual- 
ity and performance have been the very highest. Each 
year finds these standards higher. And as a result, the 
new No. 5 Dumore Grinder embodies all the resultant 
ideas and further enhances the splendid Dumore 
reputation. 


DUMORE COMPANY, Racine, Wisconsin 


sPeED GRINDERS 
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ee are carrying the story of 


Alligator Steel Belt Lacing to the user. This is part of our 
consistent long-time merchandising program. 

Sales of Alligator Steel Belt Lacing are profit sales for 
the jobber and the stock turnover is rapid. 


FLEXIBLE STEEL LACING COMPA 
4633 Lexington Street 


NY 
CHICAGO, ILL. 
In England at 135 Finsbury Pavement, London E. C. 2 














To Distributor Executives: 


When you have gone through this issue of MILL SUP- 
PLIES, ask yourself if it would not be worth four cents a 
man to you to be assured that every one of your salesmen 
obtained the full benefit of the many valuable sales-building 
helps it contains. 


At a cost of only four cents a month, you can (as hundreds 
of other distributors are now doing) send MILL SUPPLIES 
to each one of your salesmen’s homes. There, in one or two 
evenings a month, they can absorb enough valuable informa- 
tion to repay you hundreds of times over for the small ex- 
pense you have incurred in sending the magazine to them. 


Send us today the names and addresses of the men who should 
receive the Magazine. A bill will be sent you later, after 
service has begun. 


MILL SUPPLIES 
Chicago, Il. 


520 North Michigan Ave. 








Foundry Company, Knoxville, Ten- 
nessee; L. E. Jones, Hall-Perry Ma- 
chinery Company, Butte, Montana; 
Don E. Lillie, L. A. Snow Company, 
Spokane, Washington; W. M. Long, 
Noland Company, Roanoke, Vir- 
ginia; Paul E. Palm, Concrete Ma- 
chinery and Supply Company, Los 
Angeles; Glenn R. Scott, Commerce 
Mining and Royalty Company, 
Miami, Oklahoma; W. C. Snow, L. 
A. Snow Company, Spokane; Paul 
D. Steele, American Cable Company, 
Denver, ‘Colorado, and Walter T. 
Weaver, W. T. Weaver and Sons, 
Washington, D. C. 


* * * 


Mistaken Identity 

The snips shown in the “New 
Products” section of the September 
issue of Mitt Suppvigs over the key 
number L-9, are used for straight 
cutting only, instead of for curves, 
and so on, as indicated by the de- 
scriptive item which was used with 
the illustration. 


* * * 


Schwenk Safety Device in New 
Location 

Schwenk Safety Device Corpora- 
tion has moved its headquarters from 
70 E. 45th Street to 27 Water Street, 
New York. 

I. C. Goldman is president of the 
company; M. E. Thayer, sales man- 
ager; and Melvin Pine, engineer. 

* * * 


Borden Issues New Catalog 

A new condensed catalog, number 
32, has been issued by The Borden 
Company, for the purpose of bring- 
ing information on its line up to date. 
Many new and improved items have 
been added to this firm’s line since 
the publishing of its last book. 


* * * 


F. D. McBride Now With Berry 
Solder 


F. D. McBride, formerly president 
of the Philadelphia Solder Company, 
has joined the organization of the 
Berry Solder Company, New York, 
as research engineer. 

Mr. McBride is a recognized au- 
thority on solder, white metal alloys 
and soldering fluxes, having had over 
20 years’ experience as a manufac- 
turer of soldering specialties. He is 
responsible for a few patents and 
many improvements in this line of 











work. 
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We Employ No Salesmen »- » And We 
Pass the Savings Along to Distributors 





That’s one big reason why 
you can make money with 


JOHNSON LEATHER BELTING 


a years have proved the absolute merit of our sales policy— 
both from our distributors’ standpoint and our own. JOHN- 
SON distributors in every section will heartily 
endorse this statement. 








What the JOHNSON 


“Partnership” Think what it means to you when we avoid the 

Olfens the Dicteiene: cost of an expensive traveling sales force and 

pass the savings along to you in lower prices! 

1. AComplete Quality Line YOU CAN MAKE A REAL PROFIT ON 
Gur complete contesl from EVERY LEATHER BELTING SALE. 


green hide to finished prod- 
uct enables us to guarantee 


an alan” ant And where our lower distributor prices provide 
— oe you with a worthy margin of profit, our product 
; ; , and our sales co-operation put you in a position 

2. A Fair Price Policy P inti P 


to really sell Leather Belting instead of merely 
One price to all our dis- 


tributors—the lowest possible . ° E 
consistent with a high qual- handling it 


ity product. 


stadia Mites Our line is complete and guaranteed fully as to 
There is no variance from 


quality—our direct sales promotion service to 
car, pelley of, sclling 100% your customers and prospects is an invaluable 
help to you—our mail service to your salesmen 


4. Active Sales Promotion educates them thoroughly on the selling fea- 


Through our direct mail 





aie ual: aaiee eae tures of Leather Belting. Put consistent effort 
rag eh he og thy behind the JOHNSON Line and you will make 
the merit of our product and F 

= © oe & Leather Belting one of your sales leaders. 


5. Salesman Education Write for complete information 
Your salesmen will be kept 


well informed and “on their on our line 


toes” by our educational mail 
service. 














Join the JOHNSON “Partnership”’ 








Pohnson Belting Company 


34-44 Hubert Street » » » » » » New York City 
TANNERS MANUFACTURERS CURRIERS 
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Driven home 





-HEN the screw driv- 


er gives it the final 
turn the screw is driven 
home to stay home — 
that is, if it is an Ameri- 
can Screw. 


The clean cutting threads 
of American Screws take 
a permanent hold. The 
sharp gimlet points make 
good starting points; 
and the slots stand the 
strain of the final twist. 


Your customers can do 
any job better with 
American Screws 


oot ne 
y 4 
Ve 
af 
= ¢ 
wood MACTENE stove Tie 
SCREWS SCREWS BOLTS BOUTS 


AMERICAN SCREW CQ 


PROVIDENCE.R.I..U.S.A. 


WESTERN DEPOT,225 WEST RANDOLEN SLCMICAGO.ML, 


Put lt Together With Screws 











Rockford Company Licensed to 
Use Dardelet Method 

The Rockford Screw Products 
Company, Rockford, Illinois, has 
been licensed by the Dardelet 
Threadlock Corporation to manufac- 
ture and sell bolts, nuts, and screws 
threaded with the Dardelet self-lock- 
ing thread. 

Manufacturing and selling licenses 
for this thread have also recently 
been granted to William Gaskell 
and Son, Brooklyn, New York; to 
the Harrison Bolt and Nut Company, 
Harrison, New Jersey, and to the 
Standard Pressed Steel Company, 
Jenkintown, Pennsylvania. 


* * x 


Manufacturers Report Benefits 
from Hack Saw Simplification 

Reduction in inventory, in han- 
dling charge and in selling expense, 
together with increased turnover, 
and expedited deliveries, are among 
the many benefits accruing to the 
manufacturers, distributors, and 
users of hack-saw blades, through 
the application of a simplified prac- 
tice recommendation covering that 
product, according to reports from 
them, as reported in an article, “Hack 
Saw Blades Reduced in Variety,” 
which appears in the September 
issue of the Commercial Standards 
Monthly. 


* * * 


Electric Sprayit Acquires Hand 
Sprayer Business 

The Electric Sprayit Company, 
South Bend, Indiana, has purchased 
the hand sprayer business of the G-V 
Sprayer Company with plants at 
Wichita, Kansas, and Lebanon, Ten- 
nessee. The machinery, inventories 
and fixtures have been moved to 
South Bend where the new hand 
sprayer division will be consolidated 
with the company’s power sprayer 
division at South Bend. 


* * * 


Harry J. Rockwood Is Dead 

Harry J. Rockwood, who was for 
several years an engineer with the 
Worthington Pump and Machinery 
Corporation, died of heart disease 
October 5 at a hospital in Holyoke, 
Massachusetts. Mr. Rockwood was 
with the company’s East Cambridge, 
Massachusetts, plant until that prop- 
erty was abandoned and he was trans- 
ferred to Holyoke. 


v 








The 


DESMOND 
Diamo-Carbo 


Dresser 


The best all around 
Tool Room Dresser. 


The steel tube is filled 
with a hard abrasive 
which is very durable 
and economical. 


This Dresser gives 
better results in many 
places than the Hunt- 
ington Dresser. 


Patented and Manufactured 


DESMOND.STEPHAN 
MFG. CO. 


URBANA - - - 





OHIO 


Headquarters for Dressers 
and Cutters for 25 years 

















i ARB cE: ees 
Today’s Strongest Sales Story 


More Cuts 










Fast-cutting, long-lasting e 
high speed steel on a 
blade that is guaran- 
teed not to 
even in case of ac- 
cident. 


Unbreakable 
—heat treat- 
ed alloy steel 
back. 


High Speed 
Steel 


Steel Cutting Edge. 


MARVEL 


High-Speed-Edge 

HACK SAW BLADES 

Write for our proposition 

ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 

353 N. Francisco Ave., CHICAGO, U.S.A. 
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BALL BEARING 
SPUR GEARED 


CHAIN 
HOISTS 


Enable One Man to 
Lift Tons of Weight 





Yale Ball Bearing Spur Geared 
Chain Hoists have been serving 
industry faithfully for so many 
years that the executives who 
buy them and the men who 
operate them are quite likely 
to take their tremendous 
strength and power as a matter 
of fact. However, when you 
stop for a moment and consid- 
er the tasks which Yale Chain 
Hoists perform, their achieve- 


ments seem almost miraculous. 


The mason working on a lofty 
tower hundreds of feet above 
the street uses Yale Chain 
Hoists because he knows they 


have been thoroughly tested Distributors serve industry economically 
and will never drop their loads. Buy Yale from your Industrial Supply Distributor 








THE YALE & TOWNE MFG. CO., PHILADELPHIA DIVISION 
PHILADELPHIA, PA., U.S.A. 


Makers of Yale Electric Trucks, Hand Lift Trucks, Hand Chain Hoists, Electric Hoists and Trolleys 
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ANSWER TO \ 
ACCURATE ~ 


THROTTLING : 
HIGH PRESSURE—LOW PRESSURE “ 
GASES—LIQUIDS—STEAM 


Pratt & Cady Needle Valves are 

machined from high tensile bar 
stock — bronze, stainless steel, or 
carbon steel. Made in many types 
and with numerous end combinations, 
the size range is 4%” to 1%” inclusive. 

A HIGH PRESSURE VALVE AT A 
N LOW PRESSURE PRICE 
In line with these, but for medium 

pressures, are Pratt & Cady Air 

Checks, Air Reliefs and Blow Gun 
. Valves. 


: Reading-Pratt & Cady Co., Inc. 
~“ he Associate Company of the American Chain Company, Inc 
Bridgeport, Connecticut ~ 


OFFICES AND WAREHOUSES: \. 
tte, Chicago, Cleve- 
t, Hartford, Houston, 
. |New York, Philadelphia, Pittsburgh, 
} gaa St. Louis, San Francisco, 
}| Tulsa, 





HICH TENSILE BAR STOCK 



















NEEDLE VALVES 

















Just a few 

items 
‘. , ina 
is the time || =: a 

Il varied Single Spiral 

t oO Sse line of steel 

wire flue 
MILWAUKEE |] °""" 
STEEL WIRE FLUE BRUSHES —ask 
The market is open and for Catalog Flat Wire 
stocks are down - - - - ec Hy l — 
Colder weather brings a greatly in- formation 


creased demand for steel wire flue 
brushes. That means opportunity that 
must be grasped quickly. You know 
the condition of your customers’ 
stocks. They're low—very low. Go —vyou 
after them now if you want sales and “it 
profits. If you don’t handle MIL- wi 
WAUKEE Industrial Brushes, write be 






immediately for information on the zi Style B 
complete flue-brush service you can inter- R d Wi 
offer plants in your territery with the d oun ire 
MILWAUKEE line. este 








QUALITY 
REMEMBER MILWAUKEE MEANS BRUSH EXCELLENCE 
renee g Ane 


THE MILWAUKEE BRUSH MANUFACTURING Co. 


764-790 30TH STREET 


MILWAUKEE 
wiscoOnsai~m 








Union Chain Makes Appoint- 

ments 

E. O. Williams, who has been as 
sociated for the past 16 years with 
the transmission and industrial chain 
trade in various sales capacities, has 
been placed in charge of the Philadel- 
phia office of The Union Chain and 
Manufacturing Company. Mr. Wil- 
liams was formerly manager of the 
Howe Chain Company. 

The Union Chain and Manufac- 
turing Company, has appointed the 
Industrial Gear and Machine Works 
of Oakland, California, to distribute 
its line of industrial chain products 
exclusively in the Pacific Coast ter- 
ritory. 

C. H. Upson has recently been ap- 
pointed by the Union Chain and 
Manufacturing Company, Sandusky, 
Ohio, as representative in the Cin- 
cinnati territory. His headquarters 
will be at 1012 Traction Building. 

Mr. Upson has had wide experi- 
ence in the field of power transmis- 
sion, elevating and conveying, and is 
particularly well fitted to represent 
the company. His appointment is in 
line with the program of expansion 
which the Union Chain firm began 
more than a year ago. 


* * * 


George W. Moore Company 
Joins Link-Belt 

The merger of the George W. 
Moore Company, Chicago, with H. 
W. Caldwell and Son Company, a 
subsidiary of Link-Belt Company, is 
announced by Alfred Kauffmann, 
president, Link-Belt Company. The 
combined units are to be known as 
The Caldwell-Moore division, Link- 
Belt Company. 

Max H. Hurd, formerly president 
of the George W. Moore Company, 
becomes a vice-president of the Link- 
Belt company in charge of the Cald- 
well-Moore operations. His head- 
quarters will be at 2410 W. 18th St., 
Chicago. 

With this move the Link-Belt 
Company acquires an entirely new 
line of manufacture, Salem elevator 
buckets, an important specialty of the 
Moore Company. 


* * * 


Donald E. Wilson Is Dead 
Donald E. Wilson, head of Wilson, 
Bergeron Limited, Three Rivers, 
Quebec, died in Montreal, October 
18, after a brief illness. 
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Beckwith Looking for Sales 
Connection 


Sam Beckwith, for years with H. 
Channon traveling Wisconsin and 
Illinois, and more recently with the 
Chicago Screw Company selling Chi- 
cago distributors, is looking for a 
sales connection, preferably in the 
middle west. 


* * * 


Welded Chain Industry Identifies 
Simplified Lines in Catalogs 


All of the manufacturers of welded 
chain who have “accepted simplified 
practice recommendation Number 
100-29 have recently expressed their 
intention of identifying the simplified 
lines in their new catalogs and trade 
lists, according to an announcement 
by the division of simplified practice 
of the National Bureau of Standards. 


This plan is designed to assist buy- 
ers in maintaining close adherence to 
the waste elimination program. Co- 
operation by purchasing agents, ar- 
chitects, contractors, and other users 
greatly increases the benefits and 
economies possible through simplified 
practice. The welded chain industry 
is the first to record 100 percent iden- 
tification in the catalogs of accepter 
manufacturers. 

The National Association of Pur- 
chasing Agents, the American Insti- 
tute of Architects, the Associated 
General Contractors of America, the 
Chief Coordinator’s Office of the 
U. S. government, and other repre- 
sentative users of simplified com- 
modities have for some time strongly 
urged that this policy be adopted by 
manufacturers, 





Why We Are Modernizing Now 
(Continued from page 21) 


1600 pounds. The installation of a 
mono-rail with a two-ton electric 
hoist, and a battery electric truck has 
eliminated this hand work. One ma- 
terial man, without any assistance, is 
now able to move all materials from 
the stock yard to the blacksmith shop 
by means of this equipment, whereas 
before blacksmiths and helpers had 
to go for their own material. Black- 
smiths are, of course, high priced 
men and keeping them from their 
work not only meant a loss in pro- 


BITS and 
BLADES | 


> » a real 
economy 
sales story 









Over 96% of the Machine Shops and Tool Rooms, 
your customers, ure ARMSTRONG TOOL HOLD. 
ERS. Practically 100% of them are seeking ways of 
cutting costs. Bits and Blades wear out, are used up 
and must be continuously re-bought wherever any ma- 
chine tool work is being done. 


The working efficiency of any tool holder depends 
to a marked degree on the quality of its cutter bit, and 
in view of the small amount actually consumed*, where 
ARMSTRONG TOOL HOLDERS are used, it is ob- 
viously false economy to use bits and blades made from 
run-of-mill steels that are produced on a tonnage basis. 

ARMSTRONG HIGH SPEED Bits and Blades are 
of special steel, heat treated, carefully tempered, and 
marked with a blue and gold decalcomania — are, in 
fact, fine tools in the rough and when properly ground 
they are certain to give maximum production at mini- 
mum cost. 

This is a story of interest to every customer, even 
to those who are “trying to make present equipment 
do.” A story that told often enough is certain to bring 
you added sales and profits—and, with the satisfaction 
these cutter bits give, a steady repeat business. 


*ARMSTRONG TOOL HOLDERS 
save over 90% high speed steel iN 
ARMSTRONG BROS. TOOL CO. 
“‘The Tool Holder People’ 
305 N. Francisco Ave., 





How’s your stock of ARMSTRONG Catalogs and Circulars? 
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TAYLOR FORGE 


SEAMLESS 
STEEL FITTINGS 
FOR WELDING 





A complete new line... 


90° Standard and Long Radius Elbows 
45° Elbows 
Tees 
Reducing Tees 
Reducing Nipples 
Bull Plugs 
Welding Neck Flanges 





Specifications in 
Bulletin 31-1 


TAYLOR FORGE & PIPE WORKS, CHICAGO 
BOX 485, CHICAGO 50 CHURCH ST., NEW YORK 




















Wherever Wheels TURN 


There are Profits For 


SPROUT, WALDRON DEALERS 


Larger sales and wider fields open up for the dealer in posi- 
tion to sell the complete line of Monarch Transmission and 
Materials Handling Equipment. 


And to make selling this line easy our 
engineering department prepares 
sketches, works out your engineering 
problems, furnishes estimates and ren- 
ders other valuable assistance. 









Why not investigate, 
get acquainted with 
us, and let us tell 
you the full story 
of the Monarch 


Franchise. 


SPROUT, WALDRON 
& Co. MUNCY, PA. 


Manufacturers, Engineers and 
Metal Fabricators 





























duction, but also boosted the cost of 
materials-handling entirely out of 
line. The installation of this electric 
hoist and truck not only netted a re- 
turn of several hundred percent on 
the investment, but paid for itself in 
less than six months. 

Another economy in the blacksmith 
shop was the purchase of a motor- 
driven helve hammer suitable for 
light work. This type of work took 
up too much time on the large steam 
hammers. In addition, it required 
two men for these operations at the 
steam hammer, while the electric 
helve hammer can be operated by one 
man. Too, electrictty is a great deal 
cheaper than steam; thus there is a 
saving in power as well as labor and 
time. This equipment brought more 
than 100% return on the investment. 

The above improvements are only 
a few of those which have been made, 
but I believe they illustrate what can 
be accomplished with small expendi- 
tures when vendor and purchaser co- 
operate to the fullest extent. 





Statement of the Ownership, Management, 
Circulation, Etec., Required by the Act 
of Congress of August 24, 1912, 
of Mill Supplies, published monthly at Chicago, IIl., 
for October 1, 1931. 
State of Illinois, County of Cook, ss. 

Kefore me, a Notary Public in and for the State and 
county aforesaid, personally appeared Archibald M. Mor- 
ris, who, having been duly sworn according to law, 
deposes and says that he is the General Manager of 
Mill Supplies, and that the following is, to the best of 
his knowledge and belief, a true statement of the owner- 
ship, management (and if a daily paper, the circula- 
tion), ete., of the aforesaid publication for the date 
shown in the above caption, required by the Act of 
August 24, 1912, embodied in section 411, Postal Laws 
and Regulations, printed on the reverse of this form, 
to wit: 

1. That the names and addresses of the publisher, 
editor, managing editor, and business manager: are: 
Publisher, Electrical Trade Publishing Co., 520 N. 
Michigan Ave., Chicago, Ill.; editor, Albert E. Paxton, 
520 N. Michigan Ave., Chicago, Ill.; managing editor, 
Albert E. Paxton, 520 N. Michigan Ave., Chicago, Il; 
business manager, Archibald M. Morris, 520 N. Michi- 
gan Ave., Chicago, Ill 

2. That the owner is: (If owned by a corporation, 
its mame and address must be stated and also imme- 
diately thereunder the names and addresses of stock- 
holders owning or holding one per cent or more of 
to‘al amount of stock. If not owned by a corporation, 
the names and addresses of the individual owners must 
be given. If owned by a firm, company, or other un- 
incorporated concern, its name and address, as well 
as those of each individual member, must be given.) 
Electrical Trade Publishing,,Co., 520 No. Michigan 
Ave. Chicago, Ill.; Edgar Kobak. Jackvon Heights, 
Long Island, New York City; Howard Ehriich, 520 N. 
Michigan Ave., Chicago, Il. 

3. That the known bondholders, mortgagees, and 
other security holders owning or holding 1 per cent or 
more of total amount of bonds, mortgages, or other 
securities are: (If there are none, so state.) None. 

4. That the two paragraphs next above, giving the 
names of the owners, stockholders, and security holders, 
if any, contain not only the list of stockholders and 
security holders as they appear upon the books of the 
company but also, in cases where the stockholder or 
security holder appears upon the books of the company 
as trustee or in any other fiduciary relation, the name 
of the person or corporation for whom such trutee is 
acting is given; also that the said two paragraphs 
contain statements embracing affiant’s full knowledge 
and belief as to the circumstances and conditions under 
which stockholders and security holders who do not 
appear upon the books of the company as trustees, hold 
stock and securities in a capacity other than that of 
a bona fide owner; and this afflant has no reason to 
believe that any other person, association, or eorpora- 
tion has any interest direct or indirect in the said 
stock, bonds, or other securities than as so stated by 
hi 


m. 

5. That the average number of copies of each issue 
of this publication sold or distributed, through the 
mails or otherwise, to paid subscribers during the six 
months preceding the date shown above is (This in- 
formation is required from daily publication only.) 


ARCHIBALD M. MORRIS. 
Sworn to and subscribed before me this 21st day of 
September, 1931. 
E. Stov 


(Seal) Elsie er. 
(My commission expires Dec. 10, 1933.) 
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A department for distributors 
and salesmen 


Balanced Relationship 


Distributors and manufacturers must recognize 
their mutual responsibilities and work hand in 
hand in serving the user 


By ROBERT A. CHADWICK, Jr. 


President, Chadwick Machinery Company, 


Milwaukee 
HE much-debated question of frequent contact and closer acquaint- 
whether or not the distributor ance with the trade, he has another 
is necessary is hardly a ques- big advantage in the opportunity he 


tion in the construction equipment 
industry, for in this business, where 
work is usually begun very sudden- 
ly after the letting of the contract, 
there must be a man on the job im- 
mediately. And the manufacturer, 
unless he maintains expensive 
branches at every important point in 
the country, cannot be that man. 

When a job breaks, the distribu- 
tor’s man is in his car and on the 
scene in short order. He knows that 
the selling must be done in a hurry 
or the business will get away. This 
is especially true of jobs that come 
up in the spring. It is this season- 
able, spasmodic feature of construc- 
tion equipment sales that makes the 
distributor so important. 

Besides the larger volume that 
the distributor can secure through 


has to get and keep very complete 
information as to the requirements, 
hobbies and habits of his customers. 
This knowledge cannot be gained 
overnight and its quantity and value 
are increasing in our files day by 
day. We think it is so important 
that we go over our records every 
winter and clean house thoroughly 
so that all our data will be com- 
plete and up-to-date. 

The distributor’s man, armed with 
this information, is able to go on 
the job to sell one type of equip- 
ment and find several other appli- 
cations which bring him much ad- 
ditional business. He has the con- 
fidence of the buyer, which encour- 
ages the latter to combine several 
orders and place them locally in- 
Robert A. Chadwick, Jr. stead of scattering them about. The 
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buyer really likes this 





way of doing business 
because it is easier to 
centralize purchases 
and responsibility. 

With the distributor 
furnishing a ware- 
house, office, sales 
force, service and local 
advertising, the manu- 
facturer cannot match 
this set-up, unless he 
puts in a branch, and 
when he does that he 
becomes a distributor 
himself. Here the 
question of economy 
enters in. 

Just how much 
more economical sell- 
ing through the dis- 





latter could possibly 
enjoy direct. 

So far, I have 
stressed facts showing 
why the construction 
equipment distributor 
is so essential to man- 
ufacturers, pointing 
out particularly the 
many services he per- 
forms so satisfactor- 
ily. The manufacturer, 
also, has definite re- 
sponsibilities to his 
distributors. Included 
among these responsi- 
bilities are the follow- 
ing: 1. The manu- 
facturer should sell 
wholly through the 
distributor, insofar as 








tributor actually is, is 


possible ; 2. He should 





shown by the experi- 
ence of one manufac- 
turer, which I am sure 
is typical. This manu- 
facturer was operat- 
ing partly through 
branches of his own 
and partly through distributors. On checking up, he 
found sales expense as high as 25% of the gross sales 
in the branches, while the distributor’s commission was 
only 15%. This manufacturer voluntarily increased his 
distributors’ commissions and immediately received a 
substantial increase in volume and profit. 

In view of these economies and services which the 
distributor is able to offer the manufacturer, I would 
say that the greatest needs in the construction equip- 
ment field today are: more selling through the distributor 
and a close, balanced relation between the manufacturer 
and his distributor—a relation that goes beyond mere 
talk about cooperation, and really increases the actual 
dollars and cents business done by both. 

We embarked on the construction equipment business 
in 1920 and even in these 11 years have seen many 
changes, mostly for the better. Chief among these is a 
decided increase in the number of manufacturers who 
depend solely on the distributor in marketing their goods. 


equipment. 


OWEVER, there is still plenty of room for im- 

provement in this direction, as the percentage of 
goods sold through distributors is about equal to that 
sold direct. The tendency is to sell smaller items through 
the distributor, with large equipment predominating in 
the direct selling scheme. 

It must be remembered that construction equipment 
distributors are comparatively new, for the bulk of them 
have not been in the game longer than 20 years. This 
means that they have started from scratch in the after- 
noon of a great industry and have built their class into 
a powerful factor in a rather short time, service being 
almost entirely responsible for this rapid growth. The 
distributor stepped into the picture and has stayed there 
because he is able to give the manufacturer a better job 
of selling and warehousing in his local territory than the 


The problem of “trade-ins” is a serious one. 

tributor can seldom get his profit out of the original sale of new 

He’s nearly always faced with the necessity of dis- 

posing of used equipment taken in on a trade, and often his profit 
is tied up in such equipment. 


support the distributor 
with sales helps ; 3. He 
should make exclusive 
distributing arrange- 
ments; 4. He ought 
to arrange sensible 
financial agreements ; 
5. He must assist the distributor to correct the evils of 
trade-ins, rentals and other business transactions; and 
6. He should cooperate with distributor associations, both 
national and local. 

The first two items are more or less understood in the 
present day set up and need not be enlarged upon here. 

Exclusive distributing arrangements are also on the 
increase. Manufacturers are showing a decided tendency 
toward such agreements, which enable them to hold the 
distributor strictly responsible for turning in a satisfac- 
tory volume. Of course, there are difficulties connected 
with exclusive appointments, but it is possible to over- 
come them if the distributor and the manufacturer have 
the will to do it. One practice a manufacturer should 
stay away from is to appoint a distributor and then take 
away the line because of insufficient volume, without giv- 
ing the distributor a fair chance to make good. This 
leaves the distributor with stock that he must sell at a 
sacrifice. While getting rid of such stocks it is often 
necessary to shade prices and this, of course, makes for 
a demoralized market. 

In regard to the fourth suggestion, no set rule can be 
made for financial relations. Individual cases must be 
worked out on their merits. It is possible, however, to 
make some definite statements on the subject of trade- 
ins. This problem is increasing in importance every year 
in proportion to the rapid increase in the amount of 
equipment sold. The trading in of used equipment pre- 
sents a double problem, both in making the sale of the 
new equipment and in disposing of the old after the sale. 

Old equipment blocks new sales. This brings up the 
question of whether the distributor or manufacturer is 
in a better position to handle trade-ins. I think that the 
manufacturer should handle the old machinery if it is 
his own product and that otherwise the distributor should 
take it in, service it properly, (Continued on page 92) 


Nowadays a dis- 








NOVEMBER, 1931 


MILL SUPPLIES 


SSeS 


Wood’s patented step provides 
an easy rest for the foot and 
actually strengthens the blade. 


A Step in the Sale 


Buyers quickly appreciate the 
patented broad turn at the top of 
a “Moly” blade. It’s something 
that they can see...and feel. It’s 
a step in the sale. For any foot 
or shoe knows the difference 
between the usual sharp step 
and “Moly’s” comfortable edge. 


Encourage shovel buyers to rest 
a foot on “Moly’s” step .. . get 
a fist-full of that smooth, wide 


“Moly-D” handle. . . and “heft” 
a “Moly”. They'll sell them- 
selves on “Moly’s” extra com- 
fort and muscle-saving lightness. 


Wood’s Mo-lyb-den-um Shovels 
last from two to six times longer 
than any other shovels made. 
Sell “Moly” shovels and count 
on steady repeat orders... 
Made by The Wood Shovel and 
Tool Company, Piqua, Ohio. 


rararara W O O D’S Fararara 
MO-LYB-DEN-UM 
\rarera SHOVE L Spares 
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EWS of the Construction 


Equipment Field ¢ 


Gledhill Starts Work on New 
Factory 
HE Gledhill Road Machinery 

Company is starting work on 
7 its new factory, to be located on 
Route 30 and 61, Ohio, southwest 
part of Galion. This location is on 
the main trunk line of the Erie and 
Big Four railroads. The first unit of 
the plant will be 90 feet by 200 feet. 

Walter H. Hatch, 559 Hippodrome 
Annex, Cleveland, is the architect. 
Contract will be let soon. 

E. C. Gledhill is president and 
general manager of this company, 
and W. V. Goshorn is secretary and 
treasurer. For the present the road 
adjuster made by the company is be- 
ing manufactured at the plant of the 
Burch Corporation, Crestline, Ohio. 

x *x x 


Chance Heads United Engineers 
and Constructors 

Edwin M. Chance has been made 
president of the United Engineers 
and Constructors, Incorporated. He 
was formerly vice-president. In this 
company are coordinated the activities 
of the U. G. I. Contracting Company, 


the Day and Zimmermann Engineer- 
ing and Construction Company and 
Dwight P. Robinson and Company. 
Mr. Robinson has retired as presi- 
dent of the combined firms but will 
continue with them in an advisory 
capacity. 
* €- 


New Appointments, New 
Division in Caterpillar 

G. M. Walker has recently been 
made advertising manager of the 
Caterpillar Tractor Company, and 
Walter H. Gardner, formerly adver- 
tising manager, has been appointed 
manager of the specialty sales divi- 
sion, a newly formed division which 
has been created primarily to market 
the company’s engines and sub- 
assemblies to other manufacturers. 
The full line of “Caterpillar” en- 
gines, both gas and Diesel, will even- 
tually be adapted for the use of 
equipment manufacturers generally 
throughout the country. 

This division will also direct the 
company’s present activities in pro- 
moting sales to railroads and public 
utilities. 








“BLJ” road oil distributor, owned by contractor Clyde W. Wood of Stockton, applying 
oil to a roadway in Menlo Park, California. This equipment is distributed through 
Edward R. Bacon Company, San Francisco. 














Walter H. Gardner 





Balanced Relationship 
(Continued from page 90) 
and rent or sell it. The tendency now 
is for factories to get away from 
taking in machines not their own. 

Finally, I think the increased inter- 
est in association work being shown 
by distributors and manufacturers is 
one of the most encouraging indica- 
tions that manufacturers and distrib- 
utors are aware of the importance of 
close cooperation. 

Many local organizations are being 
formed throughout the country ; dis- 
tributors and contractors are getting 
together in earnest on trade-ins, fair 
rental rates and better methods of 
sales and service; they are taking 
steps to stabilize the financial end of 
the business and to see that credit 
terms do not run wild; they are fur- 
nishing valuable credit information 
to central bureaus in order to weed 
out the “wild cats” and promote more 
ethical business transactions ; and they 
are working toward cutting down 
long trials on recognized equipment. 

This working together against com- 
mon evils will, I think, do more than 
any other one thing to bring about 
the balanced relationship between 
producer and sales outlet which must 
exist if the user is to get the best 
service and the distributor and manu- 
facturer the best returns. 
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SPEED REDUCERS 








A AN 
COMPLETE ADVERTISING 
LINE PLAN 


THAT REAL DOVETAIL 





WORM 
GEAR 


Quiet, smooth, 
economical step- 
down drives... 
Widely used for 
driving conveyors, 
mixing and agita- 
ting equipment, 
production ma- 
chinery, etc. 


INDUSTR 
ENGINEERING 





PLANETARY 


Furnished in three 
types: Direct Drive, 
Angle Drive and Ver- 
tical Drive. Particu- 
larly adapted for 
driving machinery 
subjected to severe 
shocks and fluctuat- 
ing loads. 





ADVERTISING MESSAGES 
APPEAR REGULARLY IN.. 


Iron Age ° American Machinist 
Industrial Engineering ° Power 
Food Industries . Product Engineering 
Chemical and Metallurgical Engineering 
Factory and Industrial Management 
‘Mill and Factory Illustrated 





IVIVLNVLY LVL & 





G & F Speed Reducer advertising reaches 
HERRING every important speed reducer market 
regularly through the leading trade publi- 








BONE cation in each field. This means that the 
The most efficient G & F line is known throughout industry 
type of drive where and that the G & F organization is recog- 
large horsepower nized as a leader in the power transmission 
capacities are re- field. It means more profitable contacts for 
quired, as for heavy you and paves the way for sales. 

mill equipment. 
Capacities 5 H. P. COMPLETE SUPPORTING 
— MATERIAL FOR YOU. 











GEARS AND FORGINGS, INC. 


GENERAL OFFICES: 3153 WOODHILL ROAD, CLEVELAND, O., U. S. A. 
District Offices: Chicago, Pittsburgh, Detroit, Buffalo, New York, Indianapolis 
Factories: Cleveland, Chicago, Ford City, Pa. 


SEND FOR OUR PLAN 


© GEARS #2 FORGINGS ° 
SPEED REDUCERS 
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MYERS 
WATER 
SYSTEMS 


Water at the turn of a tap for 
country and suburban homes, for 
public and private buildings and 
institutions isolated from city 
water mains, for mills, mines or 
factories—Myers self-oiling, self- 
starting, self-stopping features for 
any service up to ten thousand 
gallons of water per hour provide 
dependable water facilities at a 
surprisingly low cost. 





Types for shallow or deep wells. 
Operation by engine or motor. 
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See our nearest distributor or write 
us direct for catalog and complete 
information. 


THE F. E. MYERS & 
BRO. CO. 
Ashland, Ohio 


PUMPS—WATER SYSTEMS—HAY 
TOOLS—DOOR HANGERS 








Practical Pointers on 
Selling Tools 


(Continued from page 19) 


with the men at the bench and some- 
times in places entirely away from 
the shop, but where shop news or 
methods is being talked. When my 
competitors are trying out something 
new or are making a determined ef- 
fort to put their line in at some point, 
it isn’t long before it’s dropped to me. 

A thing to avoid like a pestilence 
around the shop is controversy. Shop 
men are great ones to get you into 
an argument if possible over the 
merits and demerits of tools and 
processes. Do not attempt to argue 
with them in comparing your line 
with some other. It will get you 
nowhere and will do you more harm 
than good. One of the deans in the 
business had a pretty good rule. 
Whenever a competitor’s tool was 
mentioned and any inquiries made as 
to its qualities, his answer invariably 
was: “I know nothing whatever 
about So and So’s line. I only know 
my line and that it will do every- 
thing that is asked of it.” And there 
the matter dropped. The policy kept 
him out of many a tangle, although 
it may be said in passing that in the 
majority of cases he knew as much 
or more about the competing line 
than the men who were selling it. 

Another thing I avoid as I would 
the devil is shop demonstration in 
competition. Not that I doubt the 
merits of my own line for a minute, 
but it is my opinion that the qualities 
of mechanical equipment of this char- 
acter are so highly technical that they 
can be compared, one against the 
other, only in the laboratory. And 
the shop is not a laboratory. When 
you attempt to make a comparative 
test of the operation of two tools in 
the shop, it is very hard to show the 
merit of your tool over the other by 
mere observation. That is all you 
get in the shop—eye knowledge, not 
scientific knowledge. 

After all, each of the things I have 
mentioned — thorough knowledge of 
your line and what it will do, friendly 
desire to serve, knowledge of compe- 
tition, and avoidance of controversy 
—are pretty much the qualities you 
need to sell anybody anything. The 
only difference is that when you are 
talking to the man in the shop you 
have got to be absolutely genuine. 
No sham goes with him. You may, 





WHY 


Genuine Hettrick 
Wins Constantly 
Growing User 
Preference 


Genuine Hettrick Stitched Canvas 
Belting is selling very satisfactorily 
today despite business conditions. 
Ask any progressive Genuine Het- 
trick distributor. 
There is a very definite reason for 
this. The modern industrial buyer 
demands thorough economy in belt- 
ing. Genuine Hettrick provides it. 
Wherever analyses have been made 
of comparative operating costs of 
various types of Belting, Genuine 
Hettrick Stitched Canvas Belting has 
come out with colors flying. 
This has resulted in increased use 
of Genuine Hettrick Stitched Can- 
vas Belting in all plants where such 
tests have been made. 
Take on the Genuine Hettrick line. 
Get your customers to make an an- 
alysis of belting costs and then watch 
your sales increase and your profits 
grow. Let us tell you more about 
the Hettrick line. Write today. 

See our exhibit on Page 156 of the 


MILL SUPPLIES CATALOG and 
DIRECTORY 


Hettrick Manufacturing Co. 


Summit and Magnolia Sts. 
TOLEDO, OHIO, 

















PROFITABLE 
SELLING 


Specialty Sales 
Yield Desirable Profits 


Davis Valve Specialties conform 
to each of the three factors rec- 
ognized as essential by experi- 
enced distributors. 

Complete Line—a valve specialty for 


every automatic pressure regulation 
requirement. 
Distinctive Design — effective simplicity 
proved sound by years of performance. 
Established Reputation — over 50 years 
on the market gives Davis Valves wide 
acceptance. 


DAVIS REGULATOR CO. 
2544 South Washtenaw Avenue 
CHICAGO - ILLINOIS 














once in a while, be able to bluff the 
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CVERY THING 


in Modern Drives 
and Transmission 


For completeness—for efficiency—for depend- 
ability —the T. B. Wood line of drives and 
transmission machinery tops them all. 


Each product is backed by years of experience, 
designed by engineers who have made the 
study of drives and transmissions their spe- 
cialty. Whatever your needs, we can supply 
them—superior all the way through, without 
extra cost to you. 



















Write us about your trans- 
mission problems — our 
engineering staff is at your 
service, without obligation. 
Catalogs, if you prefer. 


The “Universal Giant” Ring 
Oiling, Ball & Socket, Cast- 
Iron Hanger is permanent 
equipment that can be installed 
—and forgotten. “Universal 
Giants,” fifty years old, are 
giving as good service today 
in many plants as the day 
they were new. You can’t 
wear them out! 


The U.G. Automatic Belt Contactor, 
Curved Double Arm Type 22. Two 
stands having adjustable bearings for 
cross shaft. Recommended for heav 
belt drives 6” to 24” wide with slac 
at top. 


Makers of: 


Shafting, Hangers, Collars, Pulleys, 
Friction Clutches, Ball Bearings, 
Flexible Couplings, Rope Sheaves, 
| Pillow Blocks, The U.G. Auto- 

matic Belt Contactor and Texrope 
Drives. Also Brass, Aluminum and 








by Rast fo Gene Cc mpany te . . facturer of 
° t enuine Texro rive, of w d 
\ Gray Iron Castings. stock of pitanderd "aheaves ont belts i. caeaee cae 
Pp ~ * “ ‘exro rives are smooth, silent ical 
A W orthwhile Line for Distributors no lubrication and no expert attention. May we ‘cal bee 


more about them ? 








T. B. WOOD’S SONS COQO., CHAMBERSBURG, PA. 


CAMBRIDGE, MASS. GREENVILLE, S. C. 
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ECONOMY SCREWS 


Distributors find 
them Profitable 
—And Sure Repeaters ! 
Quick sales and our 


liberal terms insure 
satisfactory returns for 
efforts expended by 
distributors of the 
Economy Line. Con- 
stant Economy quality 
will keep your cus- 
tomers sold perma- 
nently. Our present 
distributors have 





learned that from ex- 
perience. 


Write today for more 
information on 


ECONOMY 
Safety Set Screws 
Socket Head Cap Screws 
Headless Set Screws 

Special Screw Machine Jobs 


—and our attractive 
distributor plan. 


NOW IS THE TIME! 


ECONOMY MACHINE 
PRODUCTS COMPANY 


5214 Lawrence Avenue 
Chicago, Illinois 


A Specialty 
in Demand 














New 
Code Style 
Federal 
Type-A 
$6500 Siren 


The New Code Style Federal Type-A 
Siren is ready to go to work in your 
territory. Steel mills, boiler shops, 
foundries—every plant where noise is 
prevalent—are live prospects for this 
modern siren development that so suc- 
cessfully meets the demand for a sig- 
nal with a penetrating cry. Easy to 
sell. Good profits. Many prospects. 


Write us for complete details 
FEDERAL ELECTRIC CO. 


8712 S. State St. Chicago, Ill. 
New York Branch: 60 East 42nd St. 








white-collar man in the swivel chair, 
but you never can fool the man in 
the overalls standing behind a ma- 
chine — particularly if you daintily 
back away from the grease and the 
dirt that happens to have collected on 
him or his machine. 





Cutting Overhead with a 
Mechanical Billing System 
(Continued from page 17) 
quicker “buy-outs” and factory or- 
dering, and more important yet, 
enables the stock buyer to gage his 
stock with the result that he can or- 
der new stock several days sooner 
than was possible under the old sys- 
tem. In fact, the general trend of 
the new system has been to build up 
a more stable and fast-moving stock, 
so that the number of back-orders has 

been materially reduced. 

Part 6, the shipping copy, after it 
has served the pricing clerk’s pur- 
pose, goes to the stock clerk who en- 
ters in the “Actual Withdrawals” 
column the quantity shipped. The 
original notation in the “In Float” 
column is then crossed out, so that 
this column always shows only the 
orders in the process of being filled. 
Upon first thought, such a plan 
would seem to create a mussy and 
scrambled stock card, but inasmuch 
as the number of orders “in float” 
seldom exceeds two or three on any 
particular card, the cards can be kept 
very neatly, and provide a reliable 
source of stock information. 

The combined use of a pricing and 
shipping copy entirely eliminates the 
delay in pricing and costing, as this 
work is done on the pricing copy, 
while shipment is being made on the 
shipping copy. Costs on “bought- 
out” material can be gotten by tele- 
phoning the source of supply. On 
items sold by weight, unit cost and 
price only can be put on the pricing 
copy, but on other items the cost and 
selling price is extended. All that is 
necessary after the shipping copy 
comes from the shipping room, upon 
completion of a shipment, 1s to trans- 
fer to the “Quantity Shipped” col- 
umn of the pricing copy, the quantity 
actually shipped, insert shipping date, 
add transportation charges, and have 
extensions completed by a comptom- 
eter operator. Whereas formerly, 
when the same copy was used for 
both pricing and shipping, several 
hours were necessary to ship and 
price an order, now the price copy is 
completed and in the biller’s hands 








We build coils in all 
sizes, all shapes, for all 
purposes—in copper, 
Monel, pure nickel, 
block tin and aluminum 
—pipe or tubing. Also 
bends, special pipe work 
and bronze fittings. 


Copper Expansion Joints 


For vacuum and_ low pres- 
sure pipe lines. Convex and 
concave types. Diameters 
4” to 60”. Cast Iron or 


Steel F langes. 
Centrifugally Cast 


Bronze, Monel and Nickel alloys for pump liners, 
pump shaft sleeves, straight and flanged bushings, 
slip tubes, and other uses. Machined to speci- 
fications. 


ARTHUR HARRIS & CO. 


Coppersmiths Engineers Bronze Founders 
210-218 N. Curtis St., Chicago, lll. 
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DISTRIBUTORS 
HERE IS A FAST SELLING 
AND PROFITABLE 
LINE 


Ball Bearing 
Portable Electric 
Blower 







The new “Marvel” Model 
No. 2 Air Cooled Ball 
Blower outfit for 


demand by your custom. 
ers for blowing dust and 
dirt out of machinery, 






Liberal profits and fast 
turn over. 

odel No. 3 Sells for 
$60.00. 


Electric 
Blower 
Company 


352 Atlantic Ave., 
Boston 9, Mass., 
U.S.A. 
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THE TWELVE-IN-ONE 





A WHOLE TOOL KIT IN ONE! 


—Immediately Takes the 
Buyer's Eye 
—Quick Sales, Real 
Profits, A Big Market for 
Distributors 


—To Show It 
Is to Sell It! 


A high-grade combination tool valuable 
for layout work and for determining clear- 
ances and angles. Hundreds of opportun-; 
ities for sales in all territories—in large 
and small plants and to individual mechan- 
ics out in the field and over the counter. 
Men handle it—and buy it. 














































































i] INSIDE MEASURE ; 
«ADJUSTABLE EXTENSION RULE \y 
COMPASS oa 
_— il 
|| MARKING 
GAUGE i 
Le DIAMETER AND Z 
DEPTH GAUGE F 
a, TRI- SQUARE 4 
T-SQUARE i 
xr 
PC —— 
Quick and Accurate Distributors’ Discount 
Fits the Pocket Most Attractive 
Rust Proof 


The two graduated blades slide freely one 
upon the other. The lower blade is 
seated so that the upper blade is immedi- 
ately adjustable by means of a sliding staff 
and knurled nut to securely form a preci- 
sion Tri-Square and T-Square, and other 
combinations shown above. Size—12” long, 
fully extended; 636” long, folded to fit the 
pocket; upper blade, %” wide by 7y” 
thick; lower blade, %4” wide by 14” thick. 
Weight, each three ounces packed in a 
box or attached to illustrated card. 


Resale Prices—Brass ................------+--+ $1.00 
Nickel-Silver .............. 1.25 
DISTRIBUTORS—Send for a Sample and 
Furt Information f 


Hutchison Engineering Co. 
11 S. LaSalle St., Chicago, Ill. 





within a few minutes after shipment. 

The flow sheet shows that parts 1 
to 4 inclusive—invoice in duplicate, 
statistical copy, and accounting copy 
—are sent direct to the biller as soon 
as the order is written. These four 
parts, as explained before, are “fan- 
folded” together with “one-time” car- 
bon inserted. The four parts are 
handled as a unit, filed by number 
until the pricing copy is received. The 
only work necessary then is to in- 
sert the four integral parts into the 
billing machine and write in the ship- 
ping date, quantity shipped, and 
prices. The handling of any carbon 
in billing is entirely eliminated, as 
the office boy removed the “one-time” 
carbon before sending invoices to the 
mailing department and distributing 
the statistical and accounting copies. 


ITH this new system billing 

speed is almost five times that 
possible in the old system when all 
headings and descriptive matter were 
written in by the biller. The new 
system makes possible the billing of 
approximately one order a minute, or 
almost 500 in an 8-hour day. All 
orders shipped in the forenoon are 
billed in the afternoon, and very fre- 
quently invoices are in the mailing 
department an hour after shipment 
has been made. 

An automatic calculating machine 
is used in completing the invoices. 
This machine not only automatically 
extends and totals the selling price, 
but also the cost and inasmuch as the 
total cost and selling price is checked 
against the same totals on the pricing 
copy (previously extended and to- 
taled by a comptometer operator) all 
chance of an incorrectly extended in- 
voice going to the customer is élim- 
inated. 

This system has most satisfactorily 
solved each of the problems for which 
it was designed, and in addition has 
greatly facilitated the posting of sales 
ledgers. The average time elapsing 
between time of shipment and ‘that 
of posting charges on the ledget’ has 
now been cut down to approximately 
six hours. oo 

The development of a system, such 
as this one, which cuts overhead ex- 
pense and at the same time increases, 
rather than decreases,.: the. ‘efficiéncy 
of the department affected; is particu- 
larly timely just at this period when 
every. business organization must cut 
every corner and yet maintain stand- 
ards of efficient operation. 








This Trade Mark 
Means Ever 
Better Values 


It is an old trade mark to be 
sure. For a quarter of a cen- 
tury it has been a distinguishing 


mark on hack saw blades for 
industry. 


But every few years, you have 
found it on a new product—a 
blade that would do more work, 
or better work, and work at less 
cost. 


That is Victor's aim. No ex- 
pense has been spared in our 
laboratories, or in obtaining 
modern equipment for our 
plant. 


And this record will go on— 
better materials and better 
methods of manufacture will 
continue to make Victor stand 
for Extra Value—whether it be 
in hand hack saw blades, power 
blades, or band saws. 


Your distributor can 
supply you 


Victor Saw Works, Inc. 


MIDDELTOWN NEW YORK 
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BUSINESS TIPS 


AKRON, O.—United Trailer and 
Body Corp., recently organized by 
J. Leslie Smith and Floyd E. Chapin, 
plans to operate works for making 
automobile bodies, trucks, trailers 
and kindred equipment. Company 
can be reached care of A. D. Zook, 
1011 Second National Bank Bldg. 


* * * 


ATLANTA, GA.—American Air- 
ways, Inc., Candler Field, with head- 
quarters at 122 E. 42nd St., New 
York, will build a new hangar with 
repair and reconditioning shop, to 
cost about $70,000 with equipment. 
E. A. Slater, Dallas, Tex., is com- 
pany engineer. 

oa x * 


BRAWLEY, CAL. — Imperial 
Valley Citrus Exchange plans to in- 
stall conveying, packing and other 
equipment in new one-story fruit- 
packing plant, 90 x 125 ft. Project 
will cost about $30,000. 


x * * 


BROOKLYN, N. Y.— Kings 
County Lighting Co., 6740 Fourth 
Ave., will build 2-story addition to 
power house and make improvements 
in present unit, to cost over $75,000 
with equipment. 

* * * 

BUFFALO, N. Y.—Expert Boiler 
Works, organized by Leo Maak, 565 
Welden Ave., and associates, plans 
operation of works for manufacture 
of boilers, tanks and other plate 
products. 


* * * 


CHICAGO, ILL.—Firestone Tire 
and Rubber Co., Akron, O., has let 
contract for 3-story factory branch, 
service and distributing plant to cost 
over $300,000 with equipment. 

* * * 

CORPUS CHRISTI, TEX. — 
American Steel and Wire Co., 208 
S. La Salle St., Chicago, has leased 
approximately 25,000 sq. ft. in build- 
ings of Corpus Christi Warehouse 
Co., for storage and distributing 
plant. 


* * * 


DAYTON, O.— Beavers-Rem- 
mers-Graham Co., Hopeland and Con- 
cord Sts., will make expansion and 
improvements to cost about $85,000. 
Factary will be moved from Cincin- 
nati to Dayton, where production will 
be concentrated. 


New Factories and Additions, 
Under Way or Contemplated, 
Which Carry Sales Possibilities 
for the Distributor of Industrial 
Supplies and Equipment. 








DETROIT, MICH. — Gibraltar 
Floors, Inc., 48 W. State Fair Ave., 
is planning to make an addition to 
its storage and distributing plant to 
cost about $30,000 with equipment. 

** 6 

DIXFIELD, ME.—Berst-Foster- 
Dixfield Co. will build a 3-story ad- 
dition, 100 x 200 ft. General con- 
tract has been let to James H. Kerr, 
Rumford, Me. Project will cost over 
$60,000 with machinery. Architect 
is Homan W. Hallock, Oswego, N.Y. 
F. W. Smith is manager. 

x * * 

ERIE, PA.—Herman Lund, oper- 
ating a dry dock and boat-building 
works, has bought additional water- 
front property as site for new boat- 
building and repair plant, to cost 
about $50,000 with equipment. 

x * x 


GRAND ISLAND, NEB.—Com- 
mon Council has authorized plans for 
an addition to municipal electric light 
and power house including improve- 
ments in present unit, to cost about 
$25,000. Additional equipment will 
be installed. 

* * * 

HERSHEY, PA.—Board of 
Trustees, Hershey Industrial School, 
will build new group of industrial 
and vocational training shops, to cost 
over $1,000,000 with equipment. P. 
D. Witmer, Hershey, fs architect. 

* * * 


HINES JUNCTION, N. C— 
Board of Trustees, Casewell Train- 
ing School, Kinston, North Carolina, 
will build addition to boys’ industrial 
school unit to cost over $30,000 with 
equipment. Benton and Benton, Wil- 
son, N. C., are architects. Dr. W. H. 
Dixon is superintendent. 

oe © 


JACKSONVILLE, FLA.—Con- 
tinental Can Co. has awarded general 
contract to Ralph E. Spaulding, 1252 
Windsor Place, for one-story addi- 
tion, 48 x 75 ft., for storage and 
distribution. 


JOHNSTOWN, PA.—Standard 
Oil Co. of Pennsylvania has awarded 
contract for the building of a bulk 
oil plant including 1-story, 32 x 89 ft. 
garage and office building; 1-story, 
50 x 100 ft. warehouse: 14 x 16 ft. 
metal pump house, at Krings Station. 

i 

KANSAS CITY, MO.— Butler 
Mig. Co., 7400 E. 13th St., is ar- 
ranging expansion for production of 
new automatic coal stoker. Building 
at 2525 Pennway has been taken over. 
It is planned to consolidate new 
manufacturing unit at main Butler 


works later. 
* * * 


MANITOWOC, WIS.—Board of 
Vocational Education will build new 
vocational school at cost of $130,000. 


O. H. Senglaud is president of the 
board. ~~ ea 


MEDFORD, MASS.—Boston 
Elevated Railway, 31 St. James Ave., 
Boston, will build one-story addition 
to bus service and garage building, 
65 x 155 ft., to include motor bus 
repair facilities, oil storage and dis- 
tributing unit, and so on, to cost over 
$75,000. A. J. Blackburn is com- 
pany architect. 

* * * 


MINNEAPOLIS, MINN. — 
Board of Education, City Hall, is 
considering installation of manual 
training equipment in new 3-story 
and basement Sheridan school, to 
cost about $500,000. Bids will be 
called on general contract early in 
November. Bureau of Buildings, 
Architectural Division, 811 N. E. 
Broadway, is architect. George F. 
Womrath is business superintendent. 

* * * 


MOUNT CLEMENS, MICH.— 
Copeland Products, Inc., will build 
one-story addition, 50 x 200 ft., for 
engineering service, to cost about 
$50,000 including equipment. Other 
expansion will be carried out later. 
General contract has been awarded 
to Beyster and Olmstead, General 
Motors Bldg., Detroit. 


* * * 


PENDLETON, IND. — State 
Prison Board, Indianapolis, will 
equip larger part of new 3-story and 
basement building, 80 x 160 ft., to be 
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1905 Grrand 1931 


The STANDARD LINE 
FLEXIBLE SHAFTS 


and 
EQUIPMENTS 


Type M7A—1}% H.P. Capacity 











Send for our Large and Complete 
Catalog No. 25, showing many 
types and sizes 4 to 2 H.P. 


Manufactured by 


N. A. STRAND & CO. 


5001-5009 N. Lincoln St. Chicago 








A BIG YEAR FOR IT! 


The 1932 Edition 


MILL SUPPLIES CATALOG 
& DIRECTORY 


“The Industrial Distributer’s Buying Reference” 
Soon to be issued 


No industrial distributor needs to be 
reminded that the year 1932, with 
its increased business activity, is 
going to witness even greater use 
of the MILL SUPPLIES CATA- 
LOG & DIRECTORY than has 
been the case during the last year. 
Speed in service will demand quick 
and easy access to complete buy- 
ing information during the coming 
period. That means unusually heavy 
use of this buying guide, day in 
and day out. Every distributor is 
entitled to a free copy of the 1932 
edition. If, for any reason, you are 
in doubt as to whether you are on 
our list to receive one, write to us 
immediately. 


Another Service to the Field 
Provided by 
MILL SUPPLIES 


“The Magazine of Industrial 
Distribution” 


520 N. Michigan Ave. Chicago, Ill. 
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erected at State Reformatory as a 
trade and vocational school, other 
part to be used as a dormitory. New 
structure will cost about $90,000 in- 
cluding equipment. 

* ¢ * 


PORTLAND, ORE.—Northwest 
Public Service Co., Electric Bldg., 
has awarded general contract to 
Drake, Wyman and Voss, United 
States Bank Bldg., for extensions 
and improvements in car barns with 
repair facilities to cost about $35,000. 
Harry Herzog, Mead Bldg., is archi- 


tect. 
* * * 


RICHMOND, KY.—City Council 
plans to install electric-operated 
pumping machinery and auxiliary 
power equipment in connection with 
extensions and improvements in 
municipal water-works, to cost about 
$50,000. Black and Veatch, Mutual 
Bldg., Kansas City, Mo., are consult- 
ing engineers. 

* ¢ ® 

ST. LOUIS, MO.—Kroger Gro- 
cery and Baking Co., 35 E. Seventh 
St., Cincinnati, has plans for new 
baking plant with installation of 
electric-controlled traveling ovens, 85 
ft. long, mixing machinery, convey- 
ing and other equipment to cost over 
$700,000 with equipment. 


* * * 


ST. PAUL, MINN. — Northern 
Pacific Railway Co. will rebuild shop 
unit at local car repair and construc- 
tion shops, recently destroyed by fire 
with a loss of $30,000 including 


equipment. | — 


SUSSEX, N. J.—Board of Edu- 
cation plans installation of manual 
training equipment in new 2-story 
high school to cost over $175,000 for 
which bids have been asked on gen- 
eral contract. Jacoby and Everett, 
Commonwealth Bldg., Allentown, 
Pa., are architects. 

.- @ 


TERRE HAUTE, IND.— In- 
diana Cutlery Co., Inc., recently or- 
ganized by John E. Farley and as- 
sociates, plans to operate factory for 
making knives and other cutlery. 
Walter J. Slattery, Terre Haute, is 
interested in the company. 

* * * 


WILMINGTON, DEL. — Bond 
Mfg. Corp., 14th and Locust Sts., 
has plans for a 2-story addition, 60 
x 300 ft., to cost over $60,000 with 
equipment. Architect is Brown and 
Whiteside, Inc., duPont Bldg. 








HREE of the reasons why so 

many plant superintendents in- 
sist on Ford Triblocs: 
Malleable Iron and Steel are used 
throughout. No other block is made 
of better material. : 
High Carbon Load Chain affords 
greater strength and less tendency 
to stretch. 
Hook is attached to load chain by 
means of the “Ezeejoin” Shackle 
Attachment. The oval bolt is easily 
removed and replaced 
when it is desired to 
lengthen the load chain. 
Ford Triblocs range in size 
from \% to 40 tons. Ford 
trolleys equipped with 
either Hyatt or Self-Align- 
ing Roller Bearings. 


Ford Chain Block Co. 


Philadelphia, Pa. 
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These Manufacturers Who Sell Through 


MAINTENANCE ENGINEERING 


Read by maintenance superintendents, plant engineers, master mechanics, 


chief electricians, etc. 


General Cable Company 
Gilmer Company, L. H. 
Goodrich Rubber Co., B. F. 
Hammond Clock Co. 
Houghton Company, E. F. 


Alemite Corporation 

Alexander Brothers, Inc. 
Allis-Chalmers Mfg. Company 
American Blower Corp. 
American Cable Company 
American Fixture Company 
American Pulley Co., The 
Appleton Electric Company 
Bussmann Mfg. Company 
Byers Company, A. M. 

Colt’s Patent Fire Arms Mfg. Co. 
Cutler-Hammer, Inc. 

Dayton Rubber Mfg. Company 
Dayton Safety Ladder Co. 
Detroit Belt Lacer Company 
Diamond Chain & Mfg. Co. 
Diehl Mfg. Company 

Electric Valve Mfg. Company 
Fafnir Bearing Company 

Falk Corp. 

Gates Rubber Company 

Gears & Forgings, Incorporated 





Jones & Laughlin Steel Corp. 
Kester Solder Company 

Lincoln Electric Company, The 
Linde Air Products Co., The 


Irvington Varnish & Insulator Co. 


Link-Belt Company 

Mica Insulator Company 

Morse Chain Co. 

Norma-Hoffman Bearings Corp. 
Ohio Valley Pulley Works, Inc. 
Philadelphia Gear Works 

Quincy Compressor Co. 

Reeves Pulley Company 

Republic Rubber Company 
Rockwood Mfg. Company, The 
Roebling’s Sons Company, John A. 
S. K. F. Industries, Inc. 

Standard Pressed Steel Company 
Thermoid Rubber Company 
Thompson Electric Company, The 
Timken Roller Bearing Co., The 
Tyson Roller Bearing Corp. 
Wagner Electric Corporation 
Westinghouse Lamp Company 
Wing Company, L. J. 

Wood’s Sons Company, T. B. 
Worthington Pump & Mach. Corp. 


MAINTENANCE ENGINEERING 


Formerly INDUSTRIAL ENGINEERING 


McGraw-Hill Publishing Co., Inc. 


330 West 42nd Street 


New York City 
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